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Westinghouse 
hands Uncle Sam 
a$24,250,000 
Tax Check 


Post-Gazette Photo 


E. M. Elkin (right) of Westinghouse presents check to Collector Granger 


on La Monte Safety Paper 


March 15th, E. M. Elkin, general tax attorney 
for Westinghouse Electric and Manufacturing 
Company, turned over to Collector of Internal 
Revenue Stanley Granger, a check for twenty- 
four and a quarter MILLION dollars — the 
first quarterly payment on 1944 taxes. ) )) That 
check made the headlines. It was not only the 
largest ever received by the Pittsburgh Bureau, 
brt represented the largest tax payment ever 
made by Westinghouse. } ) Such a transfer of 


LA MONTE SG 
GEORGE LA MONTE & SON NUTLEY, NEW JERSEY 


funds to our nation’s treasury indicates the 
scope and importance of that great company’s 
current contributions in the war we are wag- 
ing. ») And the fact that this check was 
lithographed on LaMonte Safety Paper is further 
evidence of the care taken by outstanding 
banks and business organizations to 

fully protect their checks against 

the hazards of fraudulent alteration 

and counterfeiting. 

Now As Never 


Before We Must 
Not Fail! 
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Overtime Should Mean 
Extra Profits for Your Gauk 


Many thousands of overtime workers are eager 
for checking account services that eliminate the 


waste of time, money and energy involved in 


paying bills in person. They're willing to pay 


for such conveniences. That means new cus- 
tomers and extra profits for banks that provide 
the service. 

You can share generously in this business if 
you offer prospective customers a// the advan- 


tages they want. The Todd Company will help 


any customer bank* install a profitable, bank- 
tested plan with proved public appeal. It will 
back up that plan with promotional ideas that 
have worked in communities like yours. 

We do not offer a No-Minimum-Balance 
Checking Account “system”. Todd No-Mini- 
mum-Balance Services are flexible—tailor-made 
to fit a bank’s local conditions and needs. 

Send coupon for booklet with check-list to 


help you analyze your own situation. 


* We regret that for the time being, due to wartime demands, our new 


installations must be confined to present users of other Todd bank supplies. 


THE TODD COMPANY, INC., ROCHESTER 3, N. Y. 


Please send me your booklet on No-Minimum-Balance Accounts, 
with suggestions for analyzing our own situation. Without cost or 
obligation, of course. 
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Businessmen, coping with changing accounting con- 
ditions and an increasing volume of work, are finding 
the flexibility of Burroughs machines an extremely im- 
portant advantage. And Burroughs systems and installa- 
tions men are giving them important help with their 
problems, thanks to the farsighted policies of the Bur- 
roughs organization. 


These Burroughs men have had years of intensive train- 
ing in machine accounting, and broad, diversified 
experience with all types of business enterprise. They 
have been working continuously with officers in the 
armed services, government officials and business exec- 
utives—helping them make the fullest use of the equip- 
ment they now have . . . helping them adapt their 
machines to changing conditions. 


Burroughs service men continue to provide the highest type of 


> 


mechanical service—dependable in war just as before—to help 
4 keep Burroughs machines throughout the nation at top operat- 

Uurrow Se, ing performance. The reference files of up-to-date machine 
accounting information maintained in all Burroughs offices are 

; another service playing an important part in helping users get 


IN MACHINES 


fullest use from their present Burroughs machines. For help in 


IN COUNSEL meeting your problems, call your local Burroughs office, or write 
IN SERVICE Burroughs Adding Machine Company, Detroit 32, Michigan. 


FIGURING, ACCOUNTING AND STATISTICAL MACHINES. « NATIONWIDE MAINTENANCE SERVICE + BUSINESS MACHINE SUPPLIES 
194 BANKERS MONTHLY 





(€€ #) Telegraph, telephone, 


teletype and fast mail pour a steady 
stream of current legal information 
into the editorial offices of Com- 
merce Clearing House. Full texts of 
legislation proposed or enacted, de- 
cisions of the administrative author- 
ities and of the courts, opinions of 
attorney generals, rulings and regu- 
lations, reports of important bills on 
their way toward becoming law— 
all go to swell the stream into a 
veritable flood. 

Expedition combines with care as 
the raw materials are separated from 
each other, assayed and routed to 
their proper destinations: the edi- 
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torial departments having jurisdic- 
tion over them. Here they are 
analyzed—literally taken to pieces 
and evaluated. Combined in new 
patterns, they reappear as data for 
new Reports pages, as CCH “‘dis- 
patches.” as special bulletins—in a 
word, as answers to hosts of questions 
that will soon be propounded by 
hosts of persons as yet unaware of 
new developments affecting them. 


P roofre ad by meticulous eyes, 
the is rushed to the 
presses. Quickly the rolling rhythm 
of the pressroom picks up the beat, 
while bindery and compiling rooms 
swing into action and the runs 
approach completion. 


“copy” 


Im theimailing departmet, as 
bat ‘typewriters sing their 
staccato song, specialized machinery 
and swift fingers complete the cycle 
by which the vital news of the day is 
trans into efficient working 
tools ad filed ift the hands of sub- 
scribers all Over the country. Com- 
merce Clearing House Topical Law 
Reports, by consistently meeting the 
specific needs of business and pro- 
fessional workers everywhere, have 
established among them a recognized 
symbol. For them the initials CCH 
mean dependability and will. 


Write for details oe reporting in 


your field. \e-» » 


COMMERCE: CLEARING) HOUSE, INC. 


PUBLISHERS OF 


EMPIRE STATE BLOG., 


TOPICAL 


NEW YORK 1 * 214 N. MICHIG 
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AN AVE., CHICAGO 1 * MUNSEY BL0G., WASHINGTON 4 
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As OUT 


Second Century Begins 


On May 17th, this bank 
becomes one hundred 
years old. 


/ 


With our country locked in a great con- 
flict, the management considers it fitting 
to pause only for a fleeting look backward. 


Our history, perhaps, is little different 
from the hundreds of other pioneer 
banks which prospered by rendering 
vitally needed financial services to their 
community. 


In 1845 our first three employees gazed 
from their windows upon a Cleveland that 
housed only 1500 families. It was a 
village of dirt roads and stage coaches, 
log cabins and crude frame buildings 
—a village without a municipal water 
supply or fire department. 


Life was primitive and hard. But courage, 
ambition and confidence were everywhere. 


It is written in our records that many a 


hardy, bearded pioneer with an idea 
found a sympathetic hearing at the bare 
little bank on Superior Street, and went 
forth with funds to finance his enterprise. 


With the westward surge of empire came 
railroads, and oil and ore. And ever more 
people. Infant industries began to thrive. 


Through the years, as our bank “grew up” 
with Cleveland, it was able to assist many 
men and firms who contributed signally 
to the development of our community, our 
state and our nation. Its service continued 
through the years without interruption. 


Looking back, it is evident that successive 
managements followed flexible policies in 
keeping with the vision of leaders and 
advancing needs of the times. 


This too, is the aim of today’s directo- 
rate, management and employees, as our 
bank begins its second century of service. 


THE 


NATIONAL CITY BANK 
OF CLEVELAND 
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When you place a standard fire insur- 

ance policy in your safe deposit box, 

you know that many of your neigh- 
bors are keeping identical pieces of paper. 

The policies all bear the same printed conditions and promises. 
Whether you have made a better or poorer purchase than your 
neighbors depends on the double backing of a good agent and a 
good company which lies in wait with your own piece of paper. 

If your agent has done a conscientious job with your coverage 
needs— 

If he has written the policy with a “tried and true” company— 

Then the superior strength of your policy will come to light 
when a loss occurs, and at a time when quick financial assistance 
beats all the sympathetic words in the dictionary. 

Either a good agent or a good company could give your policy 
half of this strength. But why not—for the same amount of 
money—buy all of it? 

U.S. Fire Insurance agents have proven their close cooperation 
with their clients and the Company through many satisfactory 
settlements. Losses paid since organization—$194,499,813.00. 
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“Want to hear 
‘about one machine 
that does 


seven basic 
banking jobs?” 


“Let me tell you about a machine 
that even the smaller banks can 
keep busy every hour of the day. 


“It’s called the National Multiple Duty Accounting Machine. 
It handles seven basic banking jobs! A conveniently 
removable form bar enables you to change from one job 
to another in a matter of thirty seconds. Here are the 

7 jobs it does. See for yourself: 


1. It posts depositors’ accounts 

2. It posts the loan and discount record 
3. It posts any type of mortgage record 
4. It posts the trust ledger 

5. It writes and posts the payroll record 
6. It posts the general ledger 

7. It posts the daily statement of business 


“Look these over. Think how many ways this machine would 
help your bank. It’s but one of many National machines and 
systems designed to reduce errors and improve efficiency 
of banking methods.” 


THERE’S A NATIONAL FOR EVERY BANK AND EVERY BANKING JOB! 
No matter what the size or specific need of your bank there’s a 
National System to meet it. Why not have an experienced National 
representative make a comprehensive study of your bank? No 
obligation on your part when you contact your nearest National 
Office. National Accounting-Bookkeeping Machines are available 
through priorities. 


National Multiple Duty Accounting 
Machine is the only machine with 
all these features ... 
@ Visible line of writing. 
@ Fulladding machine keyboard and 
pos, evi typewriter keyboard CASH REGISTERS »« ADDING MACHINES 
@ Maximum flexibility. ACCOUNTING-BOOKKEEPING MACHINES 


THE NATIONAL CASH REGISTER COMPANY 
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CONTINENTAL ILLINOIS 
NATIONAL BANK 
AND TRUST COMPANY 
OF CHICAGO 


COMMERCIAL BANKING 
CORPORATE AND PERSONAL TRUST SERVICES 
FOREIGN BANKING FACILITIES 


UNITED STATES GOVERNMENT AND 
MUNICIPAL SECURITIES 


SAVINGS DEPARTMENT 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


May, 1945 


e 
ne chin ete a Cet canneries phn ei te 
a 


199 





THE CHASE 
NATIONAL BANK 


OF THE CITY OF NEW YORK 


STATEMENT OF CONDITION, MARCH 31, 1945 


RESOURCES 


Cash and Due from Banks . . . - +» $ 887,572,708.27 
U. S. Government is ania direct and ull 

guaranteed .. . — -  2,779,461,196.54 
State and Municipal Seisnetiies a a a ae a 81,644,948.84 
Other Securities . . oe a 149,158,297.94 
Loans, Discounts and er ‘heoupeenens » oe 855,787,287.59 
Accrued Interest Receivable . ...... 10,677,144.26 
Mortgages . . . a ee 6,283,549.54 
Customers’ Acceptance Liability a a ae ee 3,626,600.47 
Stock of Federal Reserve Bank. . .... . 7,050,000.00 
Banking Houses . . . . . «© «© «© «© « + 34,767,782.41 
ee PE ee ee ee ee oe ee ee 3,853,022.64 
Other Assets .. . er ee EO 2,418,765.45 


$4,822,301,303.95 


LIABILITIES 


Capital Funds: , 
Capital Stock. . . . . . $111,000,000.00 
Surplus . . . . « « 124,000,000.00 
Undivided Profits Sa oe + My 57,371,903.87 





$ 292,371,903.87 
Reserve for Contingencies . . . . . . «. . 10,666,678.00 
Reserve for Taxes, Interest, etc. . . . ... 12,084,224.50 
Deposits. . . . Se: a et, le ths le 4,497,560,400.69 
Acceptances Outstanding - « $ 8,078,802.84 
Less Amount in Portfolio . 4,386,735.56 3,692,067.28 
Liability as Endorser on Acceptances 
end Foreign Bills . 1. 1 1s 6 6 eo 77,236.06 
Tne. 4 « « 8 se ee ~*~ ww & 5,848,793.55 


$4,822,301,303.95 





United States Government and other securities carried at $895,338,440.00 are pledged 
to secure U. S. Government War Loan Deposits of $653,035,550.71 and other public 
funds and trust deposits, and for other purposes as required or permitted by law. 


Member Federal Deposit Insurance Corporation 
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DESIGNED TO HELP 
BANKS MAKE MONEY 
BY 


REDUCING EXPENSES 
INCREASING INCOME 


BANKERS 
MONTHLY 


EDITORIAL AND 
BUSINESS OFFICE 


536 SOUTH CLARK ST 
CHICAGO 5, ILL. 


The Advantages of Par Banking 
As Seen By Ex-Non-Par Bankers 


These former non-par bankers were recently queried by 
Bankers Monthly as to the motives which prompted their change 
to the par system. Their illuminating replies are reported here. 


NE of the things that caused us 

to consider the paying of 
checks at par, was the matter of 
income and expense. We used to get 
as high as six or seven remittance 
letters from Minneapolis and St. 
Paul banks, in addition to letters 
from Waseca, an adjoining town to 
the west of us, and from Owatonna, 
our county seat town. 

The checks payable through our 
Owatonna account, we paid at par, 
as well as checks cleared through 
Waseca. This village is seven miles 
from Waseca, and ten miles from 
Owatonna. 

Checks coming from _ various 
places entailed some expense of 
postage and stationery, besides time 
taken to make separate drafts to 
each one. In remitting for an item 
of less than $10, the exchange of 
five cents barely paid the actual 
cash outlay. 

This caused us to study service 
charges on checking accounts. To 
begin with, our service charge was 
very small. Not until a year ago last 
January, did we decide on a service 
charge that brought more income 
than we had received from ex- 
change. 

We now charge a maintenance fee 
of 50 cents on all accounts with a 
minimum balance under $100. We 
allow one free check for each $25 
of the minimum balance and charge 
four cents each for all excess checks. 

Inasmuch as this charge made 
more for us than exchange, the first 
of July last year, we went on the 
par list and joined the Federal Re- 
serve. Another benefit is that we 
now have all of our Twin City items 
sent to us through the Federal Re- 
serve Bank of Minneapolis. This has 
further cut down our cost. We have 
only one letter and one draft now. 


The Experiences Of: 
W. P. Jones, 


Cashier, First State Bank of Meriden, 
Meriden, Minnesota 


W. A. Hofman, 


Cashier, First Hollywood Bank, 
Hollywood, Florida 


Guy Harris, 


Cashier, First State Bank, 
Grand Chain, Illinois 


R. L. Ross, 


Vice President, Bank of Glacier County, 
Cut Bank, Montana 


H. G. Mebust, 


Vice President and Cashier, 
The First State Bank of Malta, 
Malta, Montana 


Why These Banks Are 
Now On The Par List 


1. Par banking eliminated the 
complaints regarding exchange 
charges which depositors often 
make. 


2. There are fewer complaints 
against service charges than 
there are against exchange 
charges. 

3. The value of the Federal 
Reserve Bank’s prompt and effi- 
cient check clearance system 
was too great to overlook—one 
cash letter instead of several. 

4. The expense involved in 
auditing many cash letters and 
sending drafts was too great. 

5. Non-par banks do not have 
the advantage of the rediscount 
facilities offered to members of 
the Federal Reserve System. 

6. Par banking reduces work 
and thus increases employee 
efficiency. 


201 


At various times in the past, we 
had been approached by officers of 
the Fed to join their system, Having 
been a national bank officer in the 
20’s, I was familiar with the redis- 
count privilege afforded to member ° 
banks. 

Had state banks in this state had 
a rediscount privilege in the 30’s, it 
would have helped prevent good 
loans going to RFC, PCA, and what 
not. 

This bank has no use for the priv- 
ilege of rediscounting at the present 
time, but, like insurance, it is some- 
thing that you must get when it is 
available, in order that you will 
have it when you need it. 

In my study of earnings per $100 
of deposits in reports given out an- 
nually by the American Bankers 
Association, I noticed that a big 
majority of the banks are par banks. 
I felt that, if a large majority of all 
banks are par banks, making good 
profits, my bank could do likewise. 

When the prospects of a par bill 
appeared in the offing at this session 
of our legislature, I favored the bill 
by going to my local representative 
and senator, and by appearing be- 
fore the committee that was to act 
on the bill before being passed out 
to the floor of the house. 

The justification of exchange 
charges is rather slim. In the hear- 
ing before the committee, some 
bankers said they could not operate 
without the exchange charge. 

The testimony given was only 
part truth. My reason for so stating 
is based on statements of bankers 
themselves. One banker wrote to his 
representative stating that exchange 
amounted to 7% on his capital. He 
said its loss would be felt by his 
stockholders. I met this banker just 
before the end of the year, and he 





told me that his earnings for 1944 
were nearly $50 per share. If he 
had told his representative that he 
still would have had earnings of 
about $42 per share without the ex- 
change, his story would not have 
been convincing against the bill. 

Discussion with others revealed 
that many bankers are making a 
service charge on checking accounts 
and also taking exchange for all the 
traffic will bear. In my opinion, this 
is not right, it is not fair to the 
public, to depositors, nor to them- 
selves.—W. P. Jones, cashier, First 
State Bank of Meriden, Meriden, 
Minn. 


Our Customers Complained 
About Exchange Charges 


The main reason for our changing 
to a par bank was to eliminate com- 
plaints from our depositors regard- 
ing exchange charges. 

Everybody seems to be happier 
under the new arrangement, There 
are no more complaints. It also 
eliminates the numerous cash letters 
which came in from all directions, 
many of them requesting “par re- 
mittance.” We are now receiving 
most of our checks through the 
Federal Reserve System.—W. A. 
Hofman, cashier, First Hollywood 
Bank, Hollywood, Fla. 

We are the smallest of four banks 
located in this county. Within five 
miles on either side of us there are 
three banks considerably larger 
than our bank and all three of these 
banks are par points. We recognized 
the fact that there was a decided 
movement on foot to try to get all 
banks on the par basis and felt that 
when the larger correspondent 
banks began to charge the exchange 
charges back to their customers that 
this would reflect eventually in our 
deposits. 


Within a month of the time we 
went on the par list, the city'corre- 
spondent banks began to charge 
back to their wholesale house cus- 
tomers the exchange charges by us 
on the collection of their checks. A 
number of our customers brought 
them in to us and we explained to 
them, of course, that we were now 
on the par list and that they would 
not be troubled with these items in 
the future. So you see, first and 
last, it was a selfish motive which 
prompted us to go on the par list.— 
S. S. Flythe, vice president and 
cashier, The Bank of Fieldale, Field- 
ale, Virginia. 

There are many reasons why I, 
personally, wanted to go on the par 
list. Some are that it saved writing 
so many cash letters when our time 
was worth more doing other things. 
We are now less apt to make mis- 
takes in writing our drafts since 
fewer cash letters are coming in 
from the different banks. 

We also have very quick and effi- 
cient service from the Federal Re- 
serve Bank in St. Louis, Missouri.— 
T. S. Phillips, cashier, Chrisney 
State Bank, Chrisney. 

Being on non-par caused too 
much confusion and dissatisfaction 
among our customers.—Guy Har- 
ris, cashier, First State Bank, Grand 
Chain, Illinois. 


We felt that the non-parring of 
checks was really not a just charge 
and in fact we always felt it was 
kind of on the Jesse James order. 


We have adopted the Decatur 
plan to take the place of this reve- 
nue in the bank, and so far it has 
proved satisfactory, although it 
does not bring in the revenue that 
the noi:-parring of the checks did. 
However, there is less complaint 
about the service charge than there 


How Exchange Charge Arguments Break Down 
Under Study 


The justification of exchange charges is rather slim. In the 
hearing before the committee, some bankers said they could not 
operate without the exchange charge. 

The testimony given was only part truth. My reason for so 
stating is based on statements of bankers themselves. One banker 
wrote to his representative stating that exchange amounted to 
7% on his capital. He said its loss would be felt by his stock- 
holders. I met this banker just before the end of the year, and he 
told me that his earnings for 1944 were nearly $50 per share. 
If he hud told his representative that he still would have had 
earnings of about $42 per share without the exchange, his story 
would not have been convincing against the bill——W. P. Jones, 
cashier, First State Bank of Meriden, Meriden, Minn. 


was about the non-parring of 
checks.—N. O. Husband, cashier, 
Basin State Bank, Stanford, Mon- 
tana. 

We have always been and still 
are under the impression that if we 
have money in a bank and give 
some one a check for $10 that the 
party who received the check 
should get the $10 in full settle- 
ment of the bill that we owed him 
and not have to take a deduction 
of 10 cents on the bill. A great 
many banks made a lot of money 
on these charges but from our ex- 
perience there is a much better 
feeling among our customers since 
we started to pay the checks drawn 
on us at par.—R. L. Ross, vice pres- 
ident, Bank of Glacier County, Cut 
Bank, Montana. 


Federal Reserve Check Clearing 
Saves Much Work 


We changed from a non-par to a 
par bank because we feared legis- 
lation which might involve other 
service charges besides the ex- 
change on incoming checks. 

We felt that much work could be 
eliminated by clearing our checks 
through the Federal Reserve Sys- 
tem. This was quite important at 
the time due to the difficulty of 
obtaining experienced help. A 
charge on incoming checks was 
quite difficult to justify, and we 
were always on the defensive in 
explaining it to our depositors. 

The only argument we had for 
charging exchange on our checks 
was that it increased the earnings 
of the bank. We have, since becom- 
ing a par bank, adopted a modified 
‘Decatur Plan’ of service charge, 
and find that the increased earn- 
ings from this charge equals the 
reduction in incoming exchange. 

Our notice of change in service 
charge schedule reads as follows: 


Notice of Change in Service 
Charge Schedule 


After an extensive study of bank 
operating costs and account analysis 
methods, this bank has revised and 
simplified its service charge sched- 
ule for checking accounts. Effective 
October 1, 1944, and thereafter 
until further notice, in lieu of 
charges formerly made, all check- 
ing accounts to which three entries 
have been made during the month 
will be subject to the following 
charges: 

Maintenance Charge. .50 cents 

For each item charged to 

your account 3 cents 

A credit of 10 cents per $100 on 

your minimum balance during the 


(Continued on page 226 
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Right End Best For Bank Number 


Time Studies Demonstrate 


The stop watch reveals that 25% of the time lost in listing 
checks is due to varied check designs which place the drawee 
bank’s name and transit number in a mixture of positions. 
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HE campaign which Bankers 

Monthly started many months 
ago for more efficiently arranged 
checks led to a study of the most 
desirable position for drawee 
names. Tests made by banks in 
eight states demonstrate that transit 
clerks work more rapidly with 
checks which have the drawee 
bank’s number on the right-hand 
end. Their time records are shown 
on this page. 

In order to discover how much 
time would be saved if all drawee 
names were in that position, we 
arranged with a number of banks to 
run time tests. The same number of 
checks were sorted into three piles. 
The first pile had all drawee banks’ 
names and transit numbers in the 
upper right-hand corner; the next 
pile had all drawee banks in the 
lower left-hand corner; and the 
third pile had the names of some 
checks in the upper right and some 
in the lower left, an assortment 
which probably more nearly repre- 
sents the average daily run. 


It required an entire minute more 
in a Detroit bank to list the checks 
in which the location was partly in 
one place and partly in the other 
than it did to list those with the 
name of the bank in the upper 
right-hand corner. It took about 
three-quarters of a minute longer 
to list those checks which had the 
drawee bank in the lower left-hand 
corner as compared to those with 
the drawee bank in the upper right- 
hand corner. The loss of time was 
more than 25% as compared to 
what it would have been if all of 
the checks going through this bank 
had the names and the transit num- 
bers in the upper right-hand corner. 

A transit clerk in the First Na- 
tional Bank in St. Paul, Minnesota, 
had about the same results. About 
25% of the time was lost by listing 
checks which did not have the tran- 
sit numbers in the upper right-hand 
corner. In commenting on this test, 
Albert Johnson, auditor of the 
bank, had the following to say: “We 
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are glad to give you the results of 
our study and sincerely hope it will 
be helpful in bringing about stand- 
ardization in check forms. It would 
simplify matters as well as speed 
operations and lessen errors if all 
checks and drafts were so stand- 
ardized that the name of the bank 
and transit number appeared in the 
upper right-hand corner. 

“Some of our outstanding mis- 
sorts, which of course are also mis- 
sent, are bank drafts drawn on 
firms or banks where the name of 
the payee bank stands out in a very 
large and bold type across the top 
of the draft and in the lower left- 
hand corner in very small type and 
sometimes written in with ink, will 
appear the name of the drawee. 

“Payroll checks could be im- 
proved upon by showing the 
amount at the right-hand side in- 
stead of having to look all over the 
check for the.amount as now oc- 
cura” 

George E. Sursig of the Mercan- 
tile Home Bank and Trust Com- 


pany of Kansas City, Missouri, who 
ran a test on this subject said: “Out 
of a bunch of 322 items, we found 
none with the bank name or num- 
ber in the upper right-hand corner.” 

He noted also that one item had 
the bank name in the upper left- 
hand corner, and it required an en- 
tire minute for the lister to find it. 

In reporting the tests in the Citi- 
zens and Southern National Bank of 
Atlanta, Georgia, Mills B. Lane, Jr., 
first vice president, says: “It re- 
quired 6 minutes and 15 seconds 
when the drawee bank’s name was 
in the upper right-hand corner; 7 
minutes and 30 seconds when the 
names were at the lower left, and 
11 minutes and 30 seconds when the 
names were in various places. In 
our opinion, the transit number 
should be placed in the same posi- 
tion on drafts regardless of where 
that position may be. The study in- 
dicates that the transit number in 
the upper right-hand corner speeds 
up the work materially.” 


(Continued on page 214) 


Time Study On Transit Listing 


Number Of Minutes For Listing Transit Numbers And Amounts 


All Transit Numbers | All Transit Numbers 
Upper Right 





The Same Number of Checks of Each Class 





Lower Left A Mixture 





| Minutes | Seconds Minutes | Seconds Minutes Seconds 


No. 1—-Portland, Ore.........| . 4 | 
No. 2—St. Paul, Minn........) 5 
No. 3—Atlanta, Ga.. 

No. 4—Detroit, Mich....... 





No. 5—Indianapolis, Ind. 


No. 6—St. Louis, Mo.. Siiaceees 
No. 7—Omaha, Nebr......... 


No. 8—Pittsburgh, Penn... ... 











Average......... 


Additional Time...... 


00 5 


5 
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Special Sorting Racks 


Save Space and Time 


The special custom-built sorting racks used in this bank’s 
bookkeeping and proof departments save space and time 
and are inexpensive to make. They were built after 
every detail of the job requirements was analyzed. 


UR program of improving our 
operational techniques led us 

to investigate the efficiency of our 
check sorting equipment. An inten- 
sive study of the job requirements 
led us to the conclusion that we had 
been using sorting racks that were 


Six Features Of The 
Improved Sorting 
Equipment 


1. The tilting of the floor of the 
compartments in the bookkeep- 
ers check-sorting rack at a 45 de- 
gree angle provides for greater 
visibility. 

2. The sorting rack with wings 
permits the girl to work in the 
center and provides the maxi- 
mum number of 72 sorting com- 
partments within arm length. 


3. The wings of the rack are 
adjustable so that any clerk can 
have them arranged for her arm 
length. 


4. Label holders are inserted 
at an angle to give perfect visi- 
bility. 

5. The entire rack can be 
closed in a boxlike fashion at 
night so that dust and dirt can- 
not accumulate in the compart- 
ments. 


6. An opening is cut in the 
bottom of each compartment to 
permit quick removal and visi- 
bility of checks. The fronts of the 
compartments are also cut out 
to give visibility of checks in the 
rack and eliminate the hazard 


By ALVIN J. VOGEL 


Assistant Cashier, Lake Shore National Bank, 
Chicago, Illinois 


not providing the utmost efficiency 
in operation. 

We therefore proceeded to devise 
a rack adjusted to the needs. Ten- 
tative cardboard models were built 
and adjustments were made on 
them to provide the greatest pos- 
sible working efficiency. Trial and 
error cost us little. After the models 
were found to be completely accep- 
table, we hired a cabinet maker to 
build the finished product. The 
racks we now have cost us a little 
more than the closest similar stand- 
ard equipment but the benefits from 
our custom-built equipment more 
than offset the increased cost. 

In our study of our old check- 
sorting racks we found that the 
straight back wall type racks we 
were using occupied too much space 


and made it necessary for the girl 
doing the sorting to step back and 
forth while doing this job—a need- 
less waste of time and effort. We 
therefore decided that our new rack 
would have to be built so as to 
make it possible to sort without 
moving more than an arm’s length 
in any direction. 

Missorts, we found, were largely 
due to the poor visibility of the 
compartment labels—not to ineffi- 
cient employees. The straight cub- 
by-hole arrangement of the old 
racks made it difficult to read the 
labels on the lower and upper slots. 

Since’ we wanted the new racks 
to take less space than the old ones, 
it was at once obvious that a 
straight shelf-like arrangement was 
out. We decided instead, to build a 


The large capacity and convenient arrangement of this specially built check 


sorting rack have reduced this bank's check routing expense and increased the 
efficiency of the clerk handling the work. Note that the hinges make it possible 
to adjust the ends of the rack to almost any arm length. 
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of a check being left in the rack 
unnoticed. 
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rack with tilting sides which would 
permit the girl to work in the 
center. This type of design also 
gives the maximum number of sort- 
ing compartments within arm’s 
length. 

Poor visibility had characterized 
the old rack and it was necessary to 
make certain that the new one 
would not hamper the employee’s 
efficiency in that respect. We solved 
this problem by building the new 
rack on an easel-like platform 
which tilts at a 45-degree angle. 
Further assurance of complete 
visibility was developed by special 
slanting holders made for the com- 
partment labels. The wings of the 
rack are adjustable so that any 
clerk can have it set to her con- 
venience. 

The bottom of each compartment 
was slotted and the sides of the 
dividing walls were grooved so that 
the checks can be removed easily 
by a hand reaching from any direc- 
tion. In addition, the wings of the 
rack are on hinges which make it 
possible to close the entire rack at 
night in a boxlike fashion so that 
dust and dirt cannot accumulate in 
the compartments. 

We have 72 compartments in the 
rack. Twelve are three inches long 
and 60 are nine and one-half inches 
long—all are four inches deep and 
four inches wide, We thus have 60 
spaces for our largest checks and 12 
small slots for our teller’s tickets. 


Rough-Sorting For Books 


In our bookkeeping department, 
we were confronted with the prob- 
lem of sorting the large active ac- 
counts from the clearings and the 
counter work before the bookkeeper 
received her checks. What we 
wanted was a light removable sort- 
ing rack that the head bookkeeper 
could have in front of her as she 


Be 


Excellent visibility and the use of a minimum amount of space are the chief features 
which recommend this bookkeeper’s check sorting rack for active accounts. Because 
each check is easily seen, the necessity for labels on compartments is eliminated. 


rough sorted the checks by books. 
At the same time, she could sort the 
large accounts. In building these 
racks, we had to keep in mind that 
some accounts are active only on 
certain days. We, therefore, elimi- 
nated labeling by making the com- 
partments completely visible so that 
the account being sorted could be 
identified by means of the names on 
the check. After the preliminary re- 
search was completed, we had the 
racks built. 

Although the rack is an excellent 
device and speeds this phase of the 
work considerably, it occupies very 
little space. A girl can conveniently 
see and reach the topmost compart- 
ments. In all, 28 different groups of 
checks can be sorted at one time 
with this rack. 


Each compartment is slightly 
larger than a single check in width. 
A groove in the center of each sec- 
tion enables the sorter to remove 
checks from the rack quickly. 

In planning this rack, we ac- 
cepted 28 compartments as sufficient 
because it is seldom that more than 
that number of individual custom- 
ers send large numbers of checks 
through in one day. 

Our policy of studying each job 
and building our working equip- 
ment around it, instead of building 
our jobs around our equipment, is 
a policy that pays worthwhile divi- 
dends. 


Note: This is the second article of three 
describing the equipment discussed at a Bank 
Methods and Operations Committee meeting 
of the Chicago Chapter of the A. I. B. 
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Extension Agreements With 
Debtors—A Manual Of 
Procedures And Methods 


By Carl B. Everberg, Published by 
The Ronald Press Co., 15 E. 26th 
Street, New York City, New York, 
132 pages, cloth, price $3.50. 

The fact that reorganization and 
retrenchment often provides a solu- 
tion for insolvency is emphasized. 
Telling arguments in favor of loan 
extension, are tempered with cau- 
tions against over-forbearance in 
cases where immediate liquidation 
would be better for both creditor 
and debtor alike. 

Extensions, the author points out, 
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often make possible a 100% re- 
covery plus increased profits for 
extension fees. Demands for imme- 
diate liquidation, on the other hand, 
may result in incomplete recovery 
plus delays and expenses involved 
in judicial action. 

An intelligent appraisal of the 
debtor’s assets should precede any 
decision on the course of action to 
be undertaken. If a possibility re- 
mains for salvaging the concern, it 
is to the mutual interest of all the 
creditors to band together for that 
purpose and supervise the enter- 
prise until it is again solvent. 

The book is divided into two parts 
with three chapters dealing with 
extensions out of court and six 


chapters dealing with extensions in 
court. An extended discussion of 
arrangements and preparations for 
court cases is included. 


“Some of the items we have on 
file ready for stories about our 
bank,” says a publicity conscious 
banker, “are the general history of 
the institution, the biographies of 
the officers and their local affilia- 
tions, and descriptions of the func- 
tions and value of the services of 
the bank. This well-organized file 
enables us to supply information at 
a moment’s notice and has aided our 
bank in maintaining excellent rela- 
tions with our local newspapers.” 
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Would you be safe in cashing a check 

signed “John Smith” when the ac- 
count title is “John Jones, guardian of 
John Smith”? 


a. Yes; b. No; c. Yes, the money belongs to 
John Smith. 


Which of the following services may 
be performed by a city bank’s trust 
department? 


a. Trustee for bond issue; b. A liquidating 
trustee; c. Transfer agent or registrar for 
stock issues; d. Dividend or interest paying 
agent; e. Trustee for educational, charitable 
and endowment fund. f. Trustee for employee 
retirement fund. 


Are national banks required to pub- 

lish statements in the same month 
each year? 

a. No, only when the Comptroller of the 

Currency issues a call; b. Yes; ec. In June 


and December and at other times when or- 
dered. 


If an old man rented a safe deposit 
box, and when you handed him the 
keys said: “I am so forgetful, I’m sure I'll 
lose those keys, just leave them here.” 
Which of the following would be the 
proper answer? 
a. O.K., I'll keep them in my desk and give 
them to you whenever you come in; b. I'll 
place the keys on top of this stack of boxes 
right here. Then when you want them you 
can get them; c. Our rules strictly prohibit 
the bank retaining any customer’s keys. 
There are two bankers associations 
which may be abbreviated by the 
initials V. B. A. Name them. 


If you were organizing a new bank, 

and wanted to get a transit number 
for it, to whom should you address a letter 
of application? 

a. The American Bankers Assoc., New York: 

b. The comptroller of the Currency; ec. To 


state banking authorities; d. To Rand 
McNally Bankers Directory, Chicago. 


Which of the following are negotiable 
instruments? 


a. A ten dollar bill (currency); b 
bearing interest; c. A note payable in in- 
stallments; d. A voucher check; e. The 
statement attached to a voucher check. 


Fal Must all national banks pay checks 
drawn on them at par? 
a. No, they may charge exchange; b. Yes, 
the law requires all national banks to pay 
checks at par; c. Some banks do and some do 
not; d. Only those in states with state laws 
requiring. 


19) Only one of the following numbers 
requires two depressions with one 
hand to enter it on a multiple-key adding 


machine. Which one is it? 
a. 40.04; b. 6.05; c. 8.20; d. 3.45. 


Which of the following items on a 
farmer’s financial statement are as- 
sets? 


a. Cash in banks; b. Notes to banks; c. Live 
stock not for sale. 
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A note 


Grade yourself as follows: 
18, 19 or 20 Very Superior 
15, 16 or 17 Superior 
12, 13 or 14 Good 
8, 9, 10 or 11 Average 
5, 6 or 7 Poor 
2,3 or 4 Very Poor 


Reprints of this page and of those 
published since January, 1944, may 
be had in any quantity for two cents 
each. Subscriptions are accepted for 
a year, payment to be made for the 
entire 12 months about the middle 
of the year. Address Bankers 
Monthly, 536 South Clark Street. 
Chicago 5, Illinois. 


Do state 
banks? 

a. only in cases of insolvency; b. No, a state 
has no power to regulate National Banks; c 
State regulations cover where they do not 
conflict with Federal regulations. 


laws apply to national 


Which of the following dates are bank 
holidays in all states? 


a. May 10; b. May 12; c. May 24; d. May 
30; e. No May date. 


fo 
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If you received a check made out like 
the one above and properly indorsed 
by the payee, but presented by a third 
person, would it be proper to cash the 
check for the third person? 
a. Yes, if it was properly indorsed; b. No, 
because the check reads, *‘Pay to,” and not 
“Pay to the order of,” so the payee is the 
only one to whom it could be properly paid; 
ce. No. This is not a negotiable instrument; 
because it cannot be passed from one person 
to another for value, due to the fact that the 
wording limits it to the payee only. 


it If the cashier handed you a batch of 
items which included the following 
and told you to sort out the cash items, 


; ; : 
ti Alle Shd. Liste eee arab 
/ , ° 
P32, _ Net Bushels Wo FA tah ln 


Payable at par threugh Federal 
Reserve Bank of Minneapetia 


which four would you sort out? 


a. Real Estate deed; b. Checks drawn against 
treasurers of corporations; c. Clipped coupons 
on corporation bonds known to be good; d 
Deposit ticket; e. Time drafts drawn on good 
customers on which immediate credit has been 
given; f. Post Office money orders. 


Which of these amounts can be paid 


with four coins—all different? 
a. $1.85; b. $1.91; ¢. $1.11. 


What is the difference between the 
abbreviation Ck. and the abbrevia- 
tion Chq.? 


a. They both mean “check”; b. The first 
means check, the second means charge; c. The 
first is an order to check a list, the second is 
the initial put on by the person to indicate 
that the checking has been completed. 


In what Federal Reserve District is 
Orono, Maine? 
a. &: b. 4; « 33 d. 8: @. 1. 


Which of the following clearing items 
should be dishonored and returned to 


the bank from which they were received? 


a. The amount in writing different from the 
amount in numerals; b. No signature. 


How many members must there be in 
the board of directors of a national 
bank? 
a. Not less than five, and not more than 25 
b. 15; c. Five; d. Whatever number is desig 


nated by the stockholders; e. There is no 
limitation. 


A customer cashes 

a check for $85 and 
asks for currency with 
no two pieces alike; 
what would you give 
him? 

a. one $5, one $10, one 

$20 and one $50; b. one 

$50, one $20, one $10 


and three $1’s; c. eight 
$10’s, one $5. 


Z 


ee eh wm ee ewer 


We shall be glad to receive com- 
ments on this list of questions and 
suggestions for future questions. 


Answers To Quiz 24 
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Soundness — Uniformity — Profitableness 


The Three Pillars Of Banking 


‘“No Structure Is More Durable Than Its Foundation” 


This is the second of two articles. In the first, the two 
pillars, soundness and uniformity, were discussed. Here, 
the treatment concerns the stockholder’s interest in an 
income from the investment he made in the bank. 


HE stockholder established and 

and maintains the bank for one 
purpose —to obtain a profit — and 
bank management is employed to 
accomplish that purpose. Manage- 
ment must earn for, and pay to the 
owner, a regular and respectable 
dividend, for otherwise ownership 
may become discouraged and with- 
draw his capital. 

What is a respectable dividend, 
or, in other words, what kind of a 
dividend does ownership expect 
management to earn and pay? 
Ownership naturally expects his 
bank investment to pay as good a 
profit as would be received if his 
funds were invested in any other 
line of business of equal risk. There- 
fore, a respectable bank dividend 
is described as one which will cause 
2 share of bank stock to sell for the 
same number of dollars that man- 
agement swears to be the book 
value. 

This statement must be true be- 
cause current prices of bank stock 
are being determined by rate and 
regularity of dividends and not by 
the book value of the stock. 

Since management is employed 
to obtain and pay proper dividends, 
the true test of managerial ability 
is the success in so doing. This suc- 
cess requires not only the knowl- 
edge of what a profit is but also 
where it can be found. 

Profit is that part of the sum re- 
ceived for a thing which is in excess 
of the cost thereof. But, where does 
profit reside or exist? Merely know- 
ing the definition of profit gives 
little aid in our search for it. What 
are the conditions, circumstances or 
forces which make profit available? 
If we know these conditions or 
forces, we will then know better 
where to explore for profit. 

Fundamental research in the field 
of profit has developed certain axi- 
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The Two Axioms Of Profit 


1. Wherever there exists a 
need or desire—there lies poten- 
tial profit. 

2. He who supplies the need 
or satisfies the desire is entitled 
to a profit. 


oms which definitely describe the 
place where a potential profit exists. 
Every test of these axioms proves 
that they are true and that a profit 
is not potential unless the conditions 
of the axioms prevail. These axioms 
can be stated briefly as follows: 

Where there exists a need or a 
desire, there lies a potential profit. 

Profit is always directly associ- 
ated with either need or desire. 

He who supplies a need or satis- 
fies a desire can obtain the potential 
profit associated therewith and he 
whose need is supplied or desire 
satisfied is willing to pay the po- 
tential profit. 

With this knowledge, manage- 
ment’s search for profit becomes a 
rather simple task. His problem is 
now reduced to the determination 
of what needs the bank can supply, 
the provision of facilities for sup- 
plying them, and the establishment 
of a profit formula which will make 
certain the obtaining of that poten- 
tial profit which is directly associ- 
ated with each need supplied. 

Even a casual study of the func- 
tions now performed by banking 
discloses that the bank supplies only 
three types of needs: the need for 


money, the need for a safe place for 
money, and the need for financial 
transactions. The profit axioms state 
that a potential profit exists for the 
bank when it supplies each single 
need regardless of its type. 

Since management is already sup- 
plying these three types of needs in 
a practical and efficient manner, it 
remains only to test the profit for- 
mulae he applies when supplying 
them. Do these formulae withstand 
the test of the profit axioms? Do 
they make certain the obtaining for 
the stockholder of each and every 
potential profit disclosed by the 
profit axioms? 

In discussing the pillar of sound- 
ness in March Bankers Monthly, it 
was found that the knowledge of 
risk has not progressed to the point 
that risk can be readily and accu- 
rately measured, this being due to 
the fact that it is more or less an 
abstract subject. 

Management is more fortunate 
when discussing the pillar of profit- 
ableness for he is now dealing with 
a concrete thing—something which 
can actually be seen in dollars and 
cents. Also accurate, but simple, 
accounting procedure _ discloses 
quickly whether or not manage- 
ment has succeeded in obtaining 
each potential profit. Let us discuss 
briefly the application of the axioms 
of profit to each need supplied by 
the bank: 


Application Of The Profit Axiom 
When Supplying The Need 
For Money 


There were many lenders of mon- 
ey before the bank came into exist- 
ence and there had been established 
a clear and universally accepted 
profit theory. Bank management 
adopted this accepted theory and 
has since maintained it in effect. 

This profit theory is very simple 
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and is stated as follows: The profit 
for supplying the need for money 
is that part of the total interest 
charged which is in excess of the 
cost of supplying the need, the 
profit being directly proportionate 
to the number of dollars supplied, 
the time for which they are sup- 
plied, and the risk at which they 
are supplied. 

The foregoing formula is so sim- 
ple and so well understood that a 
casual inspection shows that it con- 
forms to all the conditions of the 
axioms of profit. 


Application Of The Profit Axioms 
When Supplying The Need 
For A Safe Place For Money 


How often do we consider a de- 
mand deposit in its true sense? Our 
principal interest is the grand total 
thereof and whether or not it is 
bigger than that of the bank down 
the street. 

A demand deposit results when 
the bank supplies the need for a safe 
place for money. The deposit would 
not come into existence unless the 
owner of the money has need for a 
safe place in which to leave it. When 
the bank supplies the need, the re- 
sult is called a demand deposit. 

This operation contains all the 
requirements of the axioms of profit; 
therefore, a profit is made potential. 
By whom does the profit axioms say 
the profit should be paid willingly 
and who is entitled to receive it? 
The bank supplies the need, so it 
should receive the profit from the 
depositor. The acceptance of each 
demand deposit constitutes the sup- 
plying of an individual need and 
carries its own potential profit. 

Having in mind these fundamen- 
tal facts and the current profit for- 
mula for lending money, it becomes 
a simple matter to write the ideal 
profit formula to be employed when 
supplying the need for a safe place 
for money, which is commonly 
called “accepting a demand de- 
posit”: The profit for accepting and 
retaining a demand deposit is that 
part of the total sum charged or 
“otherwise obtained” which is in 
excess of the cost of accepting and 
safeguarding the money, the profit 
being directly proportionate to the 
sum safeguarded, the time for which 
it is safeguarded and the risk under 
which it is safeguarded. (The phrase 
“otherwise obtained” is inserted for 
reasons which will be disclosed 
later.) 

If the reader is a bank executive, 
it is suggested that he write the 
profit formula his bank is now em- 
ploying in an effort to obtain the 
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potential profit which the profit 


axioms disclose to be directly asso- 
ciated therewith. After it is written, 
test it to see if it conforms to the 
axioms of profit and determine if it 
makes certain the obtaining of each 
potential profit. If it does not, then 
either the formula is faulty or the 
axioms of profit are false. 


Application Of The Profit Axioms 
When Supplying The Need 
For Financial Transactions 


The third function of the bank is 
to supply the need for financial 
transactions. Financial transactions 
are all those acts performed by the 
bank to supply needs other than the 
need for money and the need for a 
safe place for money. 

In both personal and business ac- 
tivities, there arises a need for a 
great variety of financial transac- 
tions and banking is called upon to 
supply many of them, although not 
all. The profit axioms state that 
there is a potential profit for the 
one who supplies the need and that 
the profit is directly associated with 
each need supplied. If the bank sup- 
plies the need, it can obtain the 
profit—if the need is supplied by a 
different agency, that agency always 


Ten Points For Management To Consider 


1. The stockholder naturally 
expects his bank investment to 
pay as good a profit as would be 
received if his funds were in- 
vested in any other line of busi- 
ness of equal risk. Therefore, a 
respectable bank dividend is 
described as one which will 
cause a share of bank stock to 
sell for the same number of dol- 
lars that management swears to 
be the book value. 


2. Since management is em- 
ployed to obtain and pay proper 
dividends, the true test of mana- 
gerial ability is the success in so 
doing. 

3. Even a casual study of the 
functions now performed by 
banking discloses that the bank 
supplies only three types of 
needs: the need for money, the 
need for a safe place for money, 
and the need for financial trans- 
actions. The profit axioms state 
that a potential profit exists for 
the bank when it supplies each 


obtains the potential profit associ- 
ated therewith. 

Management has now discovered 
that there is a definite and individ- 
ual profit available for the stock- 
holder every time the bank supplies 
any type of financial transaction. All 
agencies other than banks, when 
supplying the need for financial 
transactions, obtain each potential 
profit for their owners. 

Keeping in mind the terms of the 
profit axioms and also the profit 
formulae employed by those other 
agencies, it is not difficult to write 
the ideal profit formula for bank 
management to apply when the 
bank supplies the need for a finan- 
cial transaction: The profit from 
supplying the need for a financial 
transaction is that part of the 
charge therefor which is in excess 
of the total cost of supplying such 
need, the profit being proportionate 
to the “quantity” or “amount” of the 
need supplied and the risk at which 
it is supplied. 

It will be helpful for you to write 
the profit formula which your bank 
is now applying when the bank sup- 
plies the need for financial transac- 
tions. After it is written, test it 
against the ideal theory just given 
and also against the terms and con- 


single need regardless of its type. 
4. The profit for supplying the 
need for money is that part of 


the total interest charged which 
is in excess of the cost of supply- 
ing the need, the profit being 
directly proportionate to the num- 


ber of dollars supplied, the time 
for which they are supplied, and 


the risk at which they are sup 
plied. 

5. The profit for accepting and 
retaining a demand deposit is 
that part of the total sum charged 
or ‘otherwise obtained’ which is 
in excess of the cost of accepting 
and safeguarding the money, the 
profit being proportionate to the 
sum safeguarded, the time for 
which it is safeguarded and the 
risk under which it is safe 
guarded. 


6. Management has now dis 
covered that there is a definite 
and individual profit available 
for the stockholder every time 
the bank supplies any type of 
financial transaction. 


BANKERS MONTHLY 


A ewe OO. RS Ne OS 





ditions of the axioms of profit, It 
should also be tested against the 
profit theory employed by agencies 
other than the banks which supply 
the same need. If the formula does 
not withstand the test, then either 
it is faulty or the profit axioms are 
false. 

Those who have attempted to 
write the profit theory they now 
apply to the demand deposit opera- 
tion and a separate theory for the 
supplying of financial transactions 
probably have a rather complicated 
formula. Their profit theory for the 
deposit operation contains financial 
transactions and the profit formula 
for transactions is tied in directly 
with the deposit operation. 

From the way the present profit 
formula works and the results it 
produces, its terms become very 
clear and it can be expressed as 
follows: The bank supplies the need 
for a safe place for money by ac- 
cepting it on deposit, invests the 
money solely at the risk of the 
stockholder, keeps account of the 
income therefrom and pays this in- 
come to the depositor in the form 
of goods (financial transactions) 
generally computed at cost or less. 
In other words, management is ac- 
tually operating a guaranteed in- 


What Bank Advertisements Offer Depositors In 
Exchange For Their Balances 


(Nine extracts from bank advertisements) 


1. Your funds will be protected 
against loss by fire, theft, or 
carelessness. 

2. Your monthly statement will 
provide you with a complete rec- 
ord of receipts and expenditures. 
The bank (in effect) keeps books 
for you. 


3. You can pay bills without 
standing in line as you often do 
when you pay bills with cash. 

4. Your cancelled checks are 
receipts for all payments. There 
is no likelihood of paying the 
same bill twice. 

5. There is no danger of short 
change. You write each check 
for the exact amount. 


6. You can compile your in- 
come tax report more quickly 
when you have a cancelled 





vestment trust for the benefit of the 
customer! How can it be otherwise? 
This combination formula does 


In Establishing Its Profit Formula 


7. The profit from supplying 
the need for a financial transac- 
tion is that part of the charge 
therefor which is in excess of the 
total cost of supplying such need, 
the profit being proportionate to 
the quantity or amount of the 
need supplied and the risk at 
which it is supplied. 

8. The banker of the old school 
understood the axioms of profit. 
He knew well that the owner of 
the bank should have the poten- 
tial profit directly associated with 
the deposit. operation and his 
profit formula provided that it 
would be obtained for the stock- 
holder. 


9. An entirely new profit, or, 
rather, non-profit, philosophy has 
been developed in banking. Man- 
agement has placed the bank in 
the position of need and the bank 
pays the profit (as earnings 
credits) instead of receiving it. 
Nowhere else in the business 
world do we have an example 


of such complete reversal of the 
application of the profit axioms. 
10. The present scarcity of 
loans has added another prob- 
lem for management. It has 
caused him to become conscious 
of the heavy expense caused by 
the demand deposit operation 
and account activity from which 
he is obtaining little, if any, 
profit. As a solution to this prob- 
lem, he has turned to the service 
charge which, in many cases, 
can only be described as a com- 
plicated formula of charges and 
counter-charges, credits and off- 
sets, fictitious reserves, float, 
etc., etc. The formula is so con- 
fusing that it cannot be explained 
clearly to the bank customer. It 
is causing adverse criticism and 
misunderstanding upon the part 
of the general public. It is not 
based upon the axioms of profit 
as are the operations of every 
other business and there is even 
talk of legislation to curb it! 


check for every expenditure. 

7. You can forward funds to 
any place in the world without 
buying a money order or draft. 

8. Monthly bills are all paid 
as you sit at your desk—no 
driving from place to place as is 
necessary when you pay with 
cash. 

9. Checks are cheaper than 
money orders. 

Surely, the value to the depos- 
itor of these nine services is fully 
as great as the benefit the bank 
gets from the use of his balance 
—even though the depositor is a 
large corporation with a big 
balance. 

This is one reason why Mr. 
Hufsmith urges the elimination 
of the earnings credit allowance 
from service charge schedules. 


not, in any way, conform to the 
axioms of profit, for it makes no 
provision for the stockholder to re- 
ceive that potential profit directly 
associated with each financial trans- 
action. This formula causes a profit 
to be paid to the depositor who, ac- 
cording to the profit axioms, has no 
right to a profit unless he supplies a 
need. Is it possible that the depositor 
has supplied a need of the bank? 
Can it be that bank management has 
placed the bank in a position of need 
—in the position of the one who 
must pay the profit? 

Unfortunately for the stockholder, 
that is what management has done. 
He has placed the bank in the profit- 
paying position of the profit axiom 
by maintaining that the bank is in 
need of the depositor’s money. 

Management maintains that the 
bank needs the depositor’s money 
and actually pays the depositor the 
potential profit when the depositor 
supplies the need by depositing the 
money, the profit being paid in the 
only form now permitted by law, 
i.e., “goods.” 

Section 19 of the Federal Reserve 
Act provides that “No member bank 
shall, directly or indirectly, by any 
device whatsoever, pay any interest 
on any deposit which is payable on 
demand.” Every bank with an earn- 
ings credit allowance in its service 
charge schedule is paying interest 
on demand deposits—the interest 


being paid in service. 
(Continued on page 221) 
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Checks Which Cause No-Errors Or Delays 


We can all contribute materially to better bank service 
and increased bank income if we will encourage (perhaps 
we should demand) check forms like those pictured here. 
They are standard forms supplied by check printers and 


ANY articles have been pub- 

lished in Bankers Monthly in 
which check forms which have 
caused much delay and many errors 
in banks have been shown. Perhaps 
it will be better, in this article, to 
discuss only those check forms 
which cause no errors or delays. The 
information for this discussion has 
been obtained in bank workrooms 
all over the country. 

The feature of a check, which 
makes it possible for a bank clerk 
to handle it quickly and accurately, 
is that feature which should be rec- 
ommended. 

The first important feature should 
be a bold dollar sign on the right end 
of the check, after which the amount 
of the check in numerals is written. 
There should be nothing on the 
right end which will in any way be 
confused with this amount. This 
amount should be in about the cen- 
ter of the right end, for it is picked 
up quickly by an adding machine 
operator, if it is there. 

Check No. 1 has the transit num- 
ber of the drawee bank at the top 
of the right end. Then comes the 
date line, which is not likely to be 
confused with the amount in numer- 
als just below, because there is a 
bold dollar sign. At the bottom of 
the right end, as is customary in 


variations from them should always be discouraged. 





By JOHN Y. BEATY 


most checks, is the signature of the 
depositor. 

Note that the check number has 
been moved to the left end. This 
check is used for special accounts 
and these accounts are numbered. 
That makes it easy for sorters in the 
bank to sort checks to the proper 
accounts because they follow the 
number instead of the signature, 
which is sometimes hard to identify. 

Check No, 2 has an arrangement 
somewhat like No. 1, except that the 
check number is in the lower left 
hand corner. It is just as convenient 
there as it is anywhere else, for the 
customer can find it just as quickly. 
Furthermore, it is away from the 
right end where, if hand-written, it 
sometimes confuses a person who is 
trying to find the numeral amount. 

Check No. 3 is slightly different 
in that the number of the check is 
printed in the lower left hand cor- 
ner and the date line is above the 
line on which the name of the 
drawee bank is printed with the 
transit number. 

Check No. 4 represents a type of 
check in which the check number 
is printed in the upper right hand 
corner. Note especially that the date 


How A Good Check Is Arranged 


Left portion may contain any of 


these items 


. Date of check. 
. Check number, if handwritten. 
. Name of payee. 


. Written amount of check. 


oun fF WO ND — 


. Name of drawee bank and address. 


Right end contains these 
items only 
1. Check number, if printed. 


2. Transit number of drawee 
bank. 


3. Numeral amount of check. 


4. Name of account printed 
above official signature. 


. Advertising if any. Preferably none. 5. Official signature. 


line is moved toward the center of 
the check, which is perhaps better 
than the positions shown on checks 
1, 2, and 3, for it is away from the 
right end. 

On this check the only hand-writ- 
ten item on the right end is the 
dollar amount. There is nothing else 
with which that can be confused. 
The transit number is near the dol- 
lar amount, just above it and a little 
to the left, so that it is picked up 
quickly. The name of the customer 
is printed across the left hand end. 

Check No. 5 is an improvement 
over No. 4 in that the customer’s 
name, in addition to being printed 
on the left hand end of the check, 
is also printed above the signature. 
This makes it possible to sort this 
check much more quickly because 
the sorter need not try to read the 
handwriting, for the printed account 
name is above the signature. 

Another feature of this check is 
the letter “A” following the signa- 
ture line. This is a key for sorters in 
this bank to sort this check to the 
bookkeeping group which is repre- 
sented by the letter “A.” After it 
gets to the person in charge of that 
group of books, the signature is 
readily recognized and the account 
is familiar to those who handle it. 

Note that the bank, in this case, 
printed the date line with the name 
of the town in which the customer 
is located, which happens to be dif- 
ferent from that in which the bank 
is located. This is a convenience to 
the customer and to the people 
whom he pays, and still, is no incon- 
venience to the bank or to sorters 
in the bank. 

If a sorter uses the transit number 
for sorting, that is easily read on the 
right hand end. If he uses the name 
of the city in which the bank is 
located he can see that too, because 
it is in the largest type on the check. 





A check is a legal document. We do not expect to see advertising on a legal 
document. Let’s urge customers to put no advertising on their checks. 
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If a bank name does not include the 
name of the city in which it is lo- 
cated, then it is, of course, desirable 
to print the address and location on 
the check somewhere near the name 
of the bank. 

On Check No. 6, this arrangement 
is shown. Not only is the transit 
number quickly read on the right 
end, but the location of the bank is 
printed underneath the name of the 
bank. 

No. 6 is a cashier’s check and so 
the date line shows the complete 
address. A cashier’s check may just 
as well be arranged this way as in 
what is known as the draft form. 

To summarize the good points of 
a check, let us divide it into two 
portions. The right end, which usu- 
ally occupies not more than a third, 
and often only a fourth, of the 
length of the check; and the left 
portion which occupies from two- 
thirds to three-fourths of the check. 

The right end is the important 
part. It may contain these five 
items: 

1. Check number, if printed (if 
it is to be handwritten it is far better 
to have it in the left portion of the 
check). 

2. Transit number of the drawee 
bank. 

3. Numeral amount of check. 

4. Name of the account printed 
above the official signature. 

5. The official signature. 

The common items on the left 
portion of the check are the follow- 
ing: 

1. Name of the drawee bank and 
its address. 

2. Date of the check. 

3. Check number, if handwritten. 

4. Name of the payee. 

5. Written amount of the check. 

6. Advertising, if any. It is pref- 
erable to have none, 

We wonder sometimes who 
started the idea of advertising a 
business on a check. The simpler 
a check can be, the more easily it is 
handled in the many banks through 
which it is often sent. It is desirable, 
therefore, for each bank to urge its 
customers not to print advertising 
matter on the face of its checks. 

A check is an order on a bank to 
pay a portion of the depositor’s 
funds to a named payee. It is a legal 
document. We don’t expect to see 
advertising on other legal docu- 
ments and we ought not to see ad- 
vertising on this legal document. 

Apparently, no collectible dam- 
age has ever resulted from adver- 
tising on a check and so there are 
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CASHIER'S CHECK > 


advertising matter on a check. 
Bankers must explain this to their 
customers who do not understand 


no court rulings on the subject. But 
there have been many errors in 
banks which have consumed hours 


of time as a result of the desire for (Continued on page 226) 


211 








Careers For Women In 
Banking And Finance 


Dorcas Elizabeth Campbell. Pub- 
lished by E. P. Dutton and Co., Inc., 
300 Fourth Avenue, New York. 

The author, an instructor of Busi- 
ness Administration at N.Y.U. and 
an officer of the East River Savings 
Bank in New York, discusses the 
contribution women are making in 
the banking profession. The theme 
of her volume, Careers For Women 
In Banking And Finance, asserts 
that women, now the majority of 
bank employees, are successfully 
holding the jobs entrusted to them. 

Although the executive positions 
are still predominantly held by men, 
she declares that women executives 
have demonstrated ability and she 
looks forward to the time when 
positions of responsibility will be 
more equally distributed. 

A major claim she makes for wo- 
men in banking is their value in 
dealing with women customers in 
situations demanding the approach 
and psychology of women-to- 
woman confidence. 


What The Figures Mean 


By Stephen Gilman, 128 pages— 
price $2.50. Published by Ronald 
Press Co., 1526 E. 26th Street, New 
York City, N. Y. 


The author gives a good idea of 
the contents of the book in the pref- 
ace, a part of which reads as fol- 
lows. 

“This book has been written for 
people who want to understand and 
use business figures but who have 
never had it explained that the way 
to do this is to enlist the aid of a 
few simple, easy methods of statis- 
tical analysis to bring out of the 
figures important meanings other- 
wise difficult to perceive. Thus the 
book should have value both in 


212 


a) 





preparing many different kinds ofand uses of funds, rates of interest 


business studies and reports, and 
in interpreting and using them. 

“It explains in common-sense 
fashion these practical tested meth- 
ods of analysis and interpretation. 
The book has grown out of many 
years’ interest in the subject, seeing 
it from a number of points of view 
—as a credit manager, as a profes- 
sional accountant, as a corporate 
officer, as a teacher interested in 
the desires and difficulties of those 
who wanted to get the most out of 
the business figures available to 
them; and not least, from contacts 
with friends in many kinds of busi- 
ness, affording opportunity to ob- 
serve the methods which seemed to 
be most effective in practical use.” 

Mr. Gilman is a certified public 
accountant and is vice president 
and educational director of the In- 
ternational Accountants Society, 
Inc. 


Comparative Operating 
Experience Of Consumer 
Installment Financing 
Agencies And Commercial 
Banks, 1929-41 


By Ernst A. Dauer, Published by 
The National Bureau of Economic 
Research, Inc., 1819 Broadway, 
New York’ 1, New York. 221 pages, 
cloth; price $3.00. 

Personal finance, points out Dr. 
Dauer, was the most profitable cor- 
porate activity of the depression 
era. This fact makes study of its 
administration especially  signifi- 
cant during the present period be- 
cause of the implications it carries 
for future consumer financing. 

Comparative data is used to illus- 
trate developments for the period 
between 1929-1941. Among the 
topics discussed are the operation of 
agencies and banks in rural areas 
and metropolitan centers, sources 





and payment of dividends, costs of 
operation and rates of profit. 


Gold And The Gold Standard 
The Story Of Gold Money— 
Past, Present and Future 


By Edwin Walter Kemmerer, Pub- 
lished by McGraw-Hill Book Com- 
pany, Inc., 330 W. 42nd Street, New 
York, 238 pages, cloth, $2.50. 


A condensation of the history of 
gold as a medium of exchange and 
its relationship to other metals as a 
standard is presented in this volume. 
Although highly technical aspects 
of the subject are dealt with, the 
volume is written in a fashion which 
permits the layman to easily grasp 
the fundamentals of the subject. 

Considerable space is used to 
describe the position of gold during 
the modern period with emphasis 
on the international gold standard 
during World War I. Among the 
subjects discussed are the charac- 
teristics of the gold standard, vari- 
eties of the gold standard, the merits 
and defects of the gold standard, 
and the monetary standards of the 
future. 

Much interesting general infor- 
mation is included on the topics of 
debasement of the money unit, in- 
flation, the struggle between gold 
and silver for first place as standard 
money, the workings of bimetalism 
and of dual monetary standards, 
the functioning of Gresham’s Law, 
the origin of our common monetary 
term, and monetary crimes such as 
counterfeiting, clipping, sweating, 
boring, and the raising of denom- 
inations. 


Make personal instruction of 
some employee a part of your job, 
or better still, conduct classes for 
all employees. 
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| qroming in many banks are swamped with 
paper work . . . while extra help seems a 
dream. But there are thousands of banks where 
you'll find the going a lot easier ... more efficient, 
thanks to Recordak. 

Recordak has taken peak loads in its stride... 
expedited work without adding pressure on the 
available employees... 


Let performance speak: And Recordak—in the 
fortunate banks now using it—continues daily to 
demonstrate its ability to handle papers and sys- 
tems... faster... at lower cost. 

The Recordak System of Single Posting, for 
example, eliminates clerical duplication, saves as 


AIR OF HANDS 
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PEAK LOADS 


ane easily handled 
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RECORDAK 


much as 334% in work. Transit costs are sliced 
by as much as 40%. Per item costs, 45%. Repro- 
ductions are made with photographic speed and 
accuracy. File space is reduced a solid 98%. 
Stationery costs are cut in half. 


Look ahead to Recordak: Today, Recordak’s 
“sleeves are rolled up” to handle important war 
jobs—V-mail and many others. But, while no 
new installations may now be made, it’s time to 
think about Recordak’s help in handling the flood 
of reconversion transactions ahead of you. Inves- 
tigate Recordak now. Write to: Recordak Corpo- 
ration, Subsidiary of Eastman Kodak Company, 
350 Madison Avenue, New York 17, N. Y. 


RECORDAK - originators of modern microfilming 





NIODERN PILLOW Co. 
106 GRAND STREET 
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434 BROADWAY 
New YorRK 


New York, 


DOLLARS 
MODERN PILLOW CO. 


To 
MERCHANTS BANK OF NEW YORK 


How much more helpful it would be to transit clerks if the bank's A.B.A. 
number were always found in the upper right-hand corner where the customer's 


check number is so often found. 


Right End Best For 
Bank Number 


(Continued from page 203) 


In this case, it required almost 
double the time to handle the items 
which were mixed, than it did to 
handle those with the transit num- 
ber in the upper right-hand corner. 
It required a minute and fifteen sec- 
onds longer to list those with the 
transit numbers all in the lower 
left-hand corner. Again, we see that 
a great deal of time is saved when 
transit numbers are in the upper 
right. 

We received the following com- 
ment from L. R. Gould, auditor, 
The National Bank of Jackson, 
Jackson, Michigan: 


“It would be of material assist- 
ance if all bank names could be in 
the upper part of the check so that 
you could see the name of the bank 
and the amount at one glance. 
Where the draft form check is used, 
generally the left thumb of the 
sorter is placed over the name of 
the bank, which is confusing. 
Standardization of checks would be 
very desirable from the bank’s 
viewpoint.” 

L. L. Leslie, cashier, American 
National Bank, Shawnee, Okla- 
homa, wrote: “Personally, I prefer 
the transit number close to the up- 
per right-hand corner of the check, 
placed well above the amount of the 
check. The eye then has both figures 
in its range of vision without hav- 
ing to shift the line of sight from 
the middle right side of the check 
to the lower left-hand corner for 
the transit number.” 


On this subject Alvin J. Vogel, 
assistant cashier of the Lake Shore 
National Bank of Chicago, wrote 
the editors as follows: 

The Numerical System of the 
American Bankers Association is 
one of the most important contribu- 
tions that association has made to 
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bank operation. However, the prop- 
er use of a bank’s transit number is 
just as important as having it on 
the check. 

As a rule, this transit number is 
placed at the top of the check fol- 
lowing the name of the bank, but 
there are many checks printed 
without the bank’s name at the top. 
These are largely corporation 
checks and those printed especially 
for customers, with the customer’s 
own company name at the top. 

The transit number in this case 
is often placed near the middle of 
the check at the bottom or at the 
left-hand corner. The inconvenience 
of this placing is not at first appar- 
ent, but anyone who will sort checks 
for the making of a transit letter 
will soon discover that a great deal 
of time is lost by searching all over 
the face of the check to get the 
number to put on the transit letter 
in place of the bank’s name. 

Just because there is no uniform- 
ity in the placing of these numbers, 
and no uniformity in the size of the 
type, a part of the value of the use 
of transit numbers is lost. The origi- 
nal purpose was to make it unnec- 
essary to list the name and address 
of those institutions to which checks 
were to be sent for collection. The 
number is a splendid thing—but 
when it takes longer to find it than 
it would to write out the name of 
the bank on the cash letter, then it 
does not serve its proper purpose. 

My suggestion is that all banks 
follow the practice of putting the 
transit number in the upper right- 
hand corner of every check printed, 
regardless of whether it is the 
bank’s own check or one printed for 
customers. If that is done, the 
bank’s transit number, the amount 
of the check, and the signature of 
the drawer will then be in a straight 
line, vertically, and can all be 
checked quickly without picking up 
each check from the pile. 

I must admit that very few banks 
now follow this practice. That is 


why transit work is probably more 
expensive than it should be. As a 
matter of fact, I have seen checks 
with no transit number at all. This 
causes the waste of a great deal of 
time for the transit department of 
every bank that handles such 
checks. 

Another improvement which can 
be made is to print the transit num- 
ber with a line under it, and be- 
neath that line,-a number indicating 
the federal reserve bank through 
which the check is to be cleared. If 
the check is cleared at a branch of 
the federal reserve bank, then an 
abbreviation of the name of the 
town in which that branch is lo- 
cated should be added. 

For example, let us say that the 


& JAMAICA & NEWEANE™ 


DOLLARS 


re FOO OSC TOC K 


The transit numbers on these checks are 
where they should be and each shows the 
Federal Reserve Bank through which it is 
to be cleared by a number under the 
transit number. The name of the bank in 
the upper check is in another place but 
that doesn’t matter because the transit 
number is where it is readily seen by a 
clerk. 
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TO BANKS 
WITHOUT A FOREIGN DEPARTMENT 


Yimely B; WStHO5S 


LETTERS OF CREDIT—both domestic and foreign—are 
increasingly used as a financing method by business 
today—whether as buyer or seller. There are definite, 
practical reasons for this trend—time saved, flexibility 
permitting quick decisions in concluding a deal, and 
reduced time involved in credit investigation. 

You do not need a foreign department to participate 
in this trend. You provide the judgement of credit and 
knowledge of the character and standing of the borrower; 
we provide the mechanics of issuing the Letter of Credit. 
Your customer benefits, and both your institution and 
ours are adequately compensated. 

Write us about Letters of Credit and we will explain 


how we can “‘get together” on handling such transactions. 


THE PHILADELPHIA 
NATIONAL BANK 


PHILADELPHIA 1, PA. x ORGANIZED 1803 


MEMBER FEDERAL DEPOS I INSURANCE CORPORATION 
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| Before You Order New 
' Checks, Please Consult 


+ We 
EE TR 


With OneOf Our Officers > 


Invite your customers to talk with an officer about their check forms and then explain to them 
why the bank must have the transit number, the amount in numerals preceded by a bold 
dollar sign, and the printed name of the account at the right end of the check. 


transit number of the bank is 87- 
313. Such a check would be cleared 
through the Nashville Branch of 
the Sixth Federal Reserve District. 
The number should be written, 
therefore, with “87-313” above the 
line and “6 Nash.” below the line. 
This, of course, would not be nec- 
essary in every state, because in 
some states there are no branches 
of the federal reserve banks. Even 
there, however, it would be very 
helpful to put below the line the 
number of the Federal Reserve Dis- 


trict in which the check is to be 
cleared. This would save a great 
deal of time in sorting checks. 
Missorts would be far less fre- 
quent, and the work in every bank 
that handles such checks would be 
greatly reduced. There would be no 
need for looking up banks to see if 
they are par banks. We believe that 
every idea that can possibly be de- 
veloped for reducing bank man- 
power hours these days should be 
developed and should be shared 
with others. We are glad to share 


this idea, and hope that sharing it 
may result in a gradual improve- 
ment in the placing of large transit 
numbers where they may be quick- 
ly seen. 


Value Of Local 
Bank Recognized 


“It has been a long time since the 
people of Reform, Ala., have had 
the service of a local bank, and it 
will be a great occasion for them 
when the new bank opens. No more 
mailing daily deposits to out-of- 
town banks, borrowing change from 
the neighbors and declining to cash 
checks and help strangers. Yes, the 
bank doors will open each morning 
at nine, and business men will flock 
there for their change, country folks 
will know they will have no trouble 
in getting checks cashed, and there 
will be no loss from business and 
field because of lack of accommoda- 
tion. 

“Yes, the vault doors will click at 
closing time and men will sleep 
well, knowing their earnings are 
safe behind the vault doors, and in 
the hands of trusted employees. 
There’ll be no more stealing of 
pants, no more hiding the cash box 
under the bed, no more worries 
about securing change, getting loans 
or competent help in handling mon- 
ey matters. The banker will do that. 
Yes, Reform people will hold their 
bank dearer than any institution of 
their town, for they know the dis- 
advantages of not having one. A 
bank is a great help to everybody.” 
—From Carrollton, Alabama, Her- 
ald, July 6, 1944. 


Is It Fear That Allows Troublesome Checks 
To Multiply? 


While it is certainly important to treat 
every bank customer with the greatest of 
courtesy and kindliness, it is nevertheless 
true that the best of customers can be rea- 
soned with about their check forms which 
cause errors and delays in banks. This state- 
ment is proved by the fact that many banks 
have already done just this with splendid 
results. 

If you do not talk to your customer about 
the check form which would serve banks 
better, you may be embarrassed some day 
by having him come to you with letters he 


has received from other banks which have 
handled his checks and have complained 
direct to him about them. There is a growing 
activity among bankers whose operating 
departments have been irritated by checks 
difficult to handle to write to the offending 
companies. 

These bankers are not afraid to talk to 
your customer, but it is better surely, for 
you to talk to him, than to wait until other 
banks cause embarrassment both to him and 
to you by writing letters complaining of the 
way his checks are designed. 
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When you think of the kind of home 
you can have tomorrow—think of these 
practical, proved advantages that can be 
yours! 

These actual developments are not 
dream-children ... nor the products of 
starry-eyed designers of some “brave 


new world” beyond the horizon .. . the 
overwhelming majority are in existence 
right now, only waiting for the mass de- 
mand that will follow the war, plus 
availablity of materials to make them 
as practical a part of your daily life as 
a loaf of bread! wes 


\ saving—for not 


and when they are yours, they 
will be worth protecting with the 
surest, most complete insurance 
you can have... quality insur- 


ance to equal the quality of your 
living conveniences. 


Srsurance Company 


FIRE AUTOMOBILE « MARINE INSURANCE 


expand your regular purchases at pre-determined interv 





THE 
HAMMERMILL 
COLUMN 


Two months after a soldier was killed 
in Normandy on D-Day his widow came 
to the U.S. Secret Service and timidly 
asked why she had not received a check 
from the Government. She had a dis- 
possess notice from her landlord in her 
pocket. 

* * * 


Investigation showed that a check for the 
six months’ pay to which she was entitled 
had been promptly sent her. But she had 
never seen it. It had been stolen from the 
mailbox in her home. The thief had forged 
her name to the check and cashed it at a 
department store. 


The files of the Secret Service in the 
Treasury Department bulge with such 
case histories. Government checks are 
stolen in many ways, but most of them 
are lifted from flimsily locked mailboxes. 
Often they represent food and shelter for 
the payees. A pretty dirty and tragic 
business! 

* - * 


And it’s likely to get worse. The Govern- 
ment sends out checks at the rate of 300,- 
000,000 a year today. They go by mail to 
dependents of servicemen, to Social Secu- 
rity beneficiaries, to farmers and others. 
That’s a golden opportunity for the check 
forgers. 

* * * 

But a check is just a piece of paper. 
It’s no good to a crook unless he gets 
somebody to give him cash for it. If 
storekeepers and others who cash checks 
for strangers would take even the sim- 
plest precautions, this cruel racket would 
evaporate. 


The Secret Service has done a magnifi- 
cent job of prevention through its ‘‘Know 
Your Endorser’’ campaign. So has the 
A BA through its ‘‘ Protective Bulletin”’ 
and other channels. But with the con- 
stantly growing flood of Government 
checks, they can reach only a few of the 
prospective victims. 

* * * 


Banks, too, forced to return bad checks 
to good customers, have also taken a 
vigorous hand in this educational cam- 
paign, considering it part of good public 
relations to do so. 

* * . 


Many of them have found that Ham- 
mermill’s little folder, ‘‘7 Cautions on 
Cashing Checks,’’ distributed in coopera- 
ion with the Secret Service, is very helpful. 

. . * 


More than a million of these folders have 
been distributed by over 4000 banks to 
their customers who cash checks. If you'd 
like a supply, let us know. There's no obli- 
gation. No salesman will call. (Please 
mention this magazine.) Hammermill Paper 
Company, 1524 East Lake Road, Erie, Pa. 
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Improved Check Designs 
‘Based On Bankers Montniy Articles 


This cashier studied the various articles in 
Bankers Monthly in which the arrangement 
of bank checks has been discussed, and de- 


signed new forms which are shown herewith. 


By HENRY M. WHITE 


Cashier, The Agricultural National Bank of Pittsfield 
Pittsfield, Massachusetts 


‘ 


HAVE read with much interest 

the articles in the campaign for 
better style checks in Bankers 
Monthly. It was through the ideas 
that were published that we arrived 
at our own arrangement. 

Observing our clerks listing tran- 
sit items, we could readily see that 
it takes a great deal of time to list 
them, due to the fact that the 
checks are so cluttered with fig- 
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ures and there is no standard ar- 
rangement for the figures on the 
checks. If checks were in standard 
form, at least 50% could be saved 
in the time of listing these items, 
which is very beneficial to all. 

The federal reserve banks have 
been having a great deal of trouble 
in their transit departments from 
errors caused by the freakish checks 


(Continued on page 225) 
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These checks avoid confusion for sorters and transit clerks. The transit number, 
amount, and signature are all on the right with nothing else there which might be 
confused with them. Note that the voucher space, date, and customer's check num- 
ber are all at the left where they are convenient for customer use. 
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® Chinese characters meaning 
“Another leading bank.” 


® Street scene in war-torn Chungking. At right 
—Check issued by the Central Bank of China 


Another leading bank using Hammermill Safety 


There is a dramatic story behind the 
cashier's check pictured above. It was 
issued in Chungking by the Central Bank 
of China and delivered to the First 
National Bank in Erie, Pennsylvania. The 
paper—Hammermill Safety—on which it 


is printed was manufactured by Hammermill 
in Erie. It returned to the city of its origin, 
with speed unknown in pre-war times, to 
complete its mission. This is another re- 
minder that you will find Hammermill 
Safety almost anywhere in the world. 





Compact Credit Record For Consumer 
Credit Borrowers 


One card has space for everything a bank needs for passing 
on the credit of a prospective borrower, including a record 
of previous loans made to the same person. 


UR institution, like many others 

in the nation, is busily engaged 

in preparing to expand in the Con- 

sumer Credit field. We have been 

in this field primarily on a direct 

consumer basis and, like many other 

small banks, this phase of our oper- 

ations grew over a period of several 

years, until 1941 when it slackened 
off considerably. 

Under the expanded program 
which we contemplate, and the in- 
creased competition which we an- 
ticipate, it is our belief that our 
methods will have to be quite effici- 
ent in order to derive the maximum 
profit. Along with our promotional 
activities, I have been engaged in 
preparing the necessary forms and 
procedures to operate this depart- 
ment most efficiently. 

I have designed and installed for 
use in our institution the form re- 
produced here. 

Our Consumer Credit files were 
accumulated in the following man- 
ner: Our notes are comprised of a 
dual fold, one part being the note 
and one part the ledger card. Upon 
payment of the note in full, the 
ledger card is detached, the note 
teller makes a record of the experi- 


By HAROLD D. TERRY 


Secretary, Garfield Trust Co., 
Garfield, N. J. 


ence and any pertinent remarks 
upon the ledger card, and then, it 
is attached to the application blank 
and filed in alphabetical order. 

This has resulted in an accumu- 
lation of several files of credit data, 
which is bulky and awkward to 
handle. It is essential to eliminate 
as much red tape as possible and, 
where the borrower is well known 
to the institution, the application 
should be in an abbreviated form. 
It is not conducive to efficient han- 
dling of the applicant, when it is 
necessary for the interviewer to 
check over several previous applica- 
tion blanks, while the applicant is 
at the interviewer’s desk. 

This form is designed to compile 
the essential information for ease of 
handling and the expediting of the 
application. Our first step in the in- 
stallation was to record all previous 
experience on all borrowers. By 
this step, we saved considerable fil- 
ing space as an initial benefit. 

The second benefit is derived from 
the expediting of credit applica- 

















Nore Creoit inouimies On Reverse Sioe 





NAME 
AooRESS 
ADORESS 








| GL—Busiwess Loaw 
PL—-PERsonal Inst Loan 
FHA-FHA Imp. Loan 
CM—Co Makes 
RES-REsECTEO 


ADVERTISING MATERIAL 




















This is the credit record form used by the Garfield Trust Company, Garfield, N. ]. 


It is described on this page. 
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tions, the ease of handling credit in- 
quiries from outside sources, and a 
method of recording them. 

A third benefit, and one of pri- 
mary importance, is the compiling 
of a mailing list for promotion of 
Consumer Credit. 

There is a space provided in the 
right hand corner of the card for 
notation of the date and type of ad- 
vertising material forwarded to the 
prospect. The card is not designed to 
take the place of a central informa- 
tion file, but it does assemble suffi- 
cient data in this direction to accom- 
plish many of its benefits. 

In the case of a delinquent obliga- 
tion, there is pertinent information 
which would be of help in collection 
procedures. For example, where the 
borrower has a mortgage loan with 
the institution which denotes a sub- 
stantial equity in real estate, the 
institution may not wish to be as 
strict in its collection policy as it 
would be otherwise. 


Bankers Monthly Quiz In 
A House Organ 


You will find enclosed copies of 
our September and October bank 
paper in which we have used the 
Bankers Monthly Quiz taken from 
your magazine and we are also en- 
closing a copy of our November 
issue in which we have asked for 
comment from our readers as to 
their interest in the quiz. Mr. Bow- 
den, our editor, tells me that he has 
had a very favorable response from 
the employees as a result of this 
part of our paper. As a matter of 
fact, on December 4 he wrote you 
for copies of back issues of the 
quizzes so we would have a supply 
available for each issue.—Milton 
Andrews, Vice Pres., The First Na- 
tional Bank of Birmingham, Birm- 
ingham, Alabama, 


Service charges must be simple 
of operation and easily compre- 
hended by the customer. 
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The Three Pillars 
Of Banking 


Here we have probably the only 
example in the entire American 
business world where a large per- 
centage of managers of one type of 
business are willfully disobeying a 
federal law, the obeying of which 
would result in additional profits 
for their employers. 

Those bankers who have cele- 
brated their fiftieth anniversary in 


(Continued from page 209) 


banking remember the time when | 


bankers maintained that the bank 
supplied the depositor’s need for a 
safe place for money and obtained 
the potential profit by lending part 
of the deposited money in order to 
obtain a sum sufficient to pay the 
safeguarding costs and provide a 
profit for the bank for having safe- 
guarded the money. In those days, 
the banker’s profit formula was just 
like that of every other businessman 
—the business supplied the need 
and the business obtained the profit. 

The profit formula employed by 
the old-style banker was as follows: 
The profit for accepting and retain- 
ing a demand deposit was that part 
of the total interest received for 
lending all or part of the deposit 
which was in excess of the total cost 
of the lending thereof and the safe- 
guarding of the deposit. 

This old style formula was based 
faithfully upon the axioms of profit. 
No sum was charged for safeguard- 
ing, as the sum was “otherwise ob- 
tained.” The lending of the deposit 
was the means employed to obtain 
a net sum sufficient to cover the 
safeguarding cost and provide a 
safeguarding profit. 

The banker of the old school un- 
derstood the axioms of profit. He 
knew well that the owner of the 
bank should have the potential 
profit directly associated with the 
deposit operation and his profit 
formula provided that it would be 
obtained for the stockholder. The 


amount of profit was directly pro- | 


portionate to the amount of risk at 
which he loaned the money. 


The risk was placed upon the | 
the stockholder | 


stockholder, and 
received all the profit. This type 
banker did not have an “earnings 


credit allowance on average bal- | 





ance” for, his knowledge of the fun- | 


damentals of the deposit operation 
was so clear that there was no ques- 
tion in his mind as to who was sup- 
plying the need and who should 
receive the profit associated there- 
with. 
His profit, also, was proportionate | 

to the size of the balance. The larger 
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.-»» AND MAXIMUM POSTAGE SAVINGS 
are effected through the use of USPM 
Mailroom Scales which accurately and 
automatically weigh and indicate the 
exact postage required. Modern mail- 
rooms make every postage dollar count 
by using both postal and parcel post 
scales on outgoing mail. 
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SPEEDY DISTRIBUTION of wartime mail 
is greatly facilitated in many an office 
with the USPM Letter Opener—the 
machine that opens from 100 to 500 
letters per minute! Gives every depart- 
ment an early start on the day’s busi- 
ness. Speeds up the entire organization. 


CENTRALIZED CONTROL of mailings 
from all departments—with a U.S. 
Postal Meter—also helps busy offices 
cope with the flood of wartime cor- 
respondence. This machine seals, im- 
prints correct postmarks, 
counts and stacks in one mechanical 
operation. 


postage, 


Here are some of the machines you 
should have in your modernized mail- 
room. Plan now to have them when 
they are again available. 


Metered Mail Systems . . . Postal and Parcel Post Scales ... Letter Openers ... Envelope 
Sealers .. . Multipost Stamp Affixers . . . Mailroom Equipment. (Many units available.) 


MMERCIAL 
MOBS 
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Our Plants A and B proudly 
fly the Army-Navy “E" 


US. POSTAL METER DIVISION - 


Rochester 2, New York 
Branches and Agencies in Principal Cities 
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the balance, the larger the profit for 


the stockholder, not the depositor. 

An entirely new profit, or, rather, 
non-profit, philosophy has been de- 
veloped in banking. Management 
has placed the bank in the position 
of need and the bank pays the profit 
instead of receiving it. Nowhere else 
in the business world do we have an 
example of such a complete reversal 
of the application ‘of the profit axi- 
oms. 

Bank management’s complete re- 
versal of the application of the axi- 
oms of profit has had a very serious 
effect upon banking. The surrender- 
ing of the bank’s profit from the 
demand deposit operation and also 
the profits from account activity has 
resulted in a material decrease in 


the bank’s gross income together 
with an increase in its expenses. 

To offset these effects, manage- 
ment has taken recourse to an in- 
crease in risk assumption, that being 
his principal avenue of escape. The 
other recourse was to maintain in- 
terest rates at the very highest level 
with the hope of forcing his lending 
operation to produce enough income 
to show an over-all profit for the 
bank. 

The present scarcity of loans has 
added another problem for manage- 
ment. It has caused him to become 
conscious of the heavy expense 
caused by the demand deposit oper- 
ation and account activity from 
which he is obtaining little, if any, 
profit. As a solution to this problem, 


50% Of Time Saved 
In Collecting Notes 


We are using a mimeographed 
notice to “alert”? our borrowers as 
to the date their notes are coming 
due. It costs only 11% cents postage 
to mail them and this reduces our 
stamp expenses on note notices just 
50%. Occasionally, when there are 
200 notices to go out at once, we can 
mail them at one cent each. 

We make all our notes mature on 
either the first or fifteenth of each 
month. Some bankers voice an ob- 
jection to that idea as they feel that 
it brings too many customers into 
the bank on those two dates. How- 
ever, it never works out that way. 
The system adjusts itself so that a 


few come in ahead of time, a few on 
the due date, and a few on the fol- 
lowing days. 


he has turned to the service charge 
which, in many cases, can only be 
described as a complicated formula 
of charges and counter-charges, 
credits and off-sets, fictitious re- 
serves, float, etc., etc. The formula 
is so confusing that it cannot be 
explained clearly to the bank cus- 
tomer. It is causing adverse criticism 
and misunderstanding upon the part 
of the general public. It is not based 
upon the axioms of profit as are the 
operations of every other business 
and there is even talk of legislation 
to curb it! 

The earnings credit allowance- 
service charge did not come into 
existence as a development of a def- 
inite profit theory. It cannot be 


(Continued on page 224 


Because we make all our notes 
due on the first or the fifteenth, we 
have to send notices only twice a 
month, Our notes are filed alpha- 
betically, but we have a monthly 
due sheet for every month in the 
year. In that way we know at a 





"Lest You Forget" 


Your note (or notes) will be coming due on the first day of the month 


following receipt of this notice. 
used to save bot: time and postage. 


Now, 


This simple form of reminder is bdeing 


if you will co-operate with us by attending to this matter promptly 


on the due date, you will make second notice unnecessary and help us conserve 


our time stil! further. 


as it is to save money -=- and to 


As we save money for a rainy day, 


Time is money. 


It is just as important to save time 


let's save rain for the rainless day. 


And save time to save money for both days. 


Bank of Hartington 


Fr 


Out-of-Town Banks 


Out-of-town banks and bankers will find here 


complete banking facilities for prompt and 


economical handling of accounts in Chicago. We 


would appreciate the opportunity of serving you. 


Crry Narionat Bank 


AND TRUST COMPANY of Chicago 


208 S$ 0 U T 


LASALLE 


STREET 


(Member Federal Deposit Insurance Corporation) 


W. Rossiter - President 


glance which notes are due in March 
or any other month of the year. 

The procedure is for the book- 
keeper to use a small dater and 
stamp opposite the name of each 
borrower having a note due March 
1—the day the notice is to be mailed. 
Envelopes are then addressed. 

A notice on white paper is used 
for all notes maturing on the first 
day of the month. One on pink paper 
is for notes maturing on the 15th. 

It is our practice to always in- 
clude something of an advertising 
nature in the reminder. We change 
the message every six months. 

Our reminder system requires a 
minimum of time. The borrower 
gets the notice. He already knows 
the amount he owes the bank and 
he comes in to meet his obligation. 

We have been using this plan 
since last July and the results are 
entirely satisfactory—E. W. Ros- 
siter, president, Bank of Hartington, 
Nebraska. 
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INDISPENSABLE 
to Profitable Ranking 
RAND M¢NALLY 
BANKERS DIRECTORY 


DIRECTORS 
MAPS 


ASSOCIATIONS 
MISCELLANEOUS 


INDEXES 


(PARTIAL) 


BANKS by States: 


This edition contains the latest, dated statement of every bank, 
broken down into 11 items—capital, surplus, undivided profits 
and/or reserves, deposits, other liabilities, cash, U. S. Government 
securities, other securities, loans and discounts, other resources, 
total resources, total liabilities. 


CANADIAN BANKS, FOREIGN BANKS, 
and BANKERS: 


Postoffice, population and Electoral District, Manager or Agent, 
capital, head office. Alphabetical index to countries, official per- 
sonnel and statements where available—world-wide information. 


I. B. A. 


Official personnel and complete list of membership. 


ACCESSIBLE: 
Banking Points to Non-Bank Towns: 
Towns without banking facilities are referred to the nearest bank 


towns. 


DISCONTINUED BANKS: 


A 5-year list of all discontinued bank titles, in one section. 
\ special section lists all directors of every bank. 


74 of the latest Rand M€Nally maps are included one for each 
state, each Province of Canada, and foreign countries. 


All state and federal bank associations are indicated; complete 
information is given on all federal and state banking agencies, 
Federal Reserve Banks; a selected list of investment dealers is 
shown after banks in metropolitan centers. 





The Three Pillars Of 
Banking 


(Continued from page 222) 


called a sound theory because it does 
not conform to the terms of the 
axioms of profit. It is described bet- 
ter as a practice—a practice which 
gradually came into existence by 
the working of certain forces upon 
bank management. 

Its beginning can be determined 
and its growth can be followed read- 
ily. The cause for its birth was due 
entirely to management’s failure to 
recognize and obtain the potential 
profits directly associated with each 


financial transaction at the time the 
first financial transactions were de- 
manded. 

When the depositor first de- 
manded account activity, manage- 
ment failed to appreciate the poten- 
tial profits which thereby came into 
existence. He supplied them free— 
not even recovering cost. It was not 
long until the financial transactions 
or account activity increased in vol- 
ume sufficient to alarm manage- 
ment, but he still did not realize or 
see the potential profit available. It 
was at this time that he adopted the 
service charge and used it as a pen- 
alty against the customer for draw- 





ee 
| WHY TAKE 2% 


AND TURN DOWN 12%? 


That in effect is what the post-war banker will 
do when he invests his funds in bonds and 
neglects the financing of time-payment purchases. 


Financing the sale of automobiles 
and appliances to people in the home 
town is one of the surest and safest 
ways to increase bank income, and 
the business comes in automatically 


when started right. 


That is the trick. To start it right. We 
know how from 30 years’ experience, 
and the benefits of this experience are 
available to our correspondent banks. 


NINTH | AND WASHINGTON (1) ST. LOUIS 


RESOURCES OVER $45,000,000 


ing a check. As the customer still 
needed to transfer the title and pos- 
session of his money to some one 
else, he continued to draw checks. 
Many bankers went so far as to 
drive away the fellow with a small 
balance—the chap who had a legiti- 
mate need and who would have paid 
to have it supplied. 

The practice was so irritating to 
the public that management was 
forced to amend it, which was done 
by tying the amount of the balance 
into the amount of the service 
charge. The public still complained, 
so management continued to amend, 
revise, and add makeshifts to his 
practice until he now has the earn- 
ing credit allowance-service charge 
formula more confusing and compli- 
cated than form 1040 of the Internal 
Revenue Department. AND the pub- 
lic still does not understand it and 
finds it irritating. 

The time has come when manage- 
ment must do the thing he should 
have doge in the first place—put a 
profitable price on every item and 
sell every item to everyone at the 
same price, That is the policy the 
public wants and expects and they 
will not be satisfied until they have 
it. The adoption of such a policy will 
put that profit into account activity 
which should have been there from 
the beginning and then management 
will have satisfactory customer re- 
lations. 

In dealing with the demand de- 
posit operation and account activity, 
we must realize that they are two 
separate and distinct operations. A 
demand deposit is money in place— 
the check is a bill of lading. What is 
the freight and who pays it? 


The only reason the depositor 
placed his money in the bank is that 
he needed a safe place for it until he 
desired to transfer title and posses- 
sion thereof to someone else. Money 
is of no value to the depositor until 
he transfers it to someone else so 
that he may have a need supplied. 

The safekeeping is one operation 
carrying its own potential profit and 
the transfer of title and possession 
is a different operation with its own 
potential profit. The same is true 
with respect to every other financial 
transaction—each carries its own 
potential profit. Profitwise, the sur- 
plying of a financial transaction has 
no relation to the size of a deposi- 
tor’s balance. 

We must keep separate the sup- 
plying of each need. Managers of all 
other lines of business do so in order 
that they may be certain to obtain 
every potential profit. 

The failure to obtain sufficient 
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profits by sound application of the 
profit axioms, generally leads to an 
unwarranted increase in the risk 
assumption which directly weakens 
the pillar of soundness. Here it is 
seen that two pillars of the founda- 
tion are tied together—if some of 
the total load is taken off of one, 
the other must bear it even though 
it was not designed to carry an addi- 
tional load. 

The entire elimination of the un- 
sound “earnings credit allowance” 
and the faithful application of the 
axioms of profit to each individual 
demand deposit operation and each 
financial transaction supplied, will 
distribute costs where they belong 
and the bank’s profit will be equi- 
tably spread over a broad founda- 
tion, each item producing its own 
and proper share of the total profits. 

A small, but reasonable, profit on 
every item will produce much 
needed additional income which will 
enable management to take part of 
the load off the borrower, pay per- 
sonnel better salaries, pay stock- 
holders higher dividends, and most 
important of all, invest demand de- 
posits in higher quality-lower rate 
earnings assets thereby strengthen- 
ing the pillar of soundness. 


Legally, a check payable to 
“Cash,” “Bearer,” or a specific bank 
may be negotiated without an in- 
dorsement. Nevertheless, as a mat- 
ter of record, request indorsement 
by individuals presenting such 
checks even when the presenter is 
the maker and a depositor. 


Don’t forget that we all still have 
a great deal to learn. 


Although pencil indorsments are 
legal, request indorsement in ink or 
indelible pencil on all items even 
when the presenter is the maker 
and a depositor. 


Improved Check Designs 
Based On Bankers 
Monthly Articles 

(Continued from page 218) 


which are in circulation today and 
we feel that each and every bank 
officer should do all he can to light- 
en the burden, not only of the fed- 
eral reserve banks and correspond- 
ent banks, but for themselves, in 
the handling of these items. 

Additional space has been left in 
the lower left-hand corner of these 
hecks for any imprinting which the 
customer may desire. 
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The First National Bank 
of Chicago 


Statement of Condition March 20, 1945 


ASSETS 


Cash and Due from Banks, . ‘ 


-$ 402.330,817.98 


United States Obligations — Direct and fully Guaranteed, 


Unpledged, : r 


$826,965,880.70 
Pledged—To Secure Public Deposits and 


Deposits Subject to Federal Court Order, 336,541,088.46 


To Secure Trust Deposits, . e 

Under Trust Act of Illinois, . . 
Other Bonds and Securities, 4 
Loans and Discounts, . ‘ 
Real Estate (Bank Building), 
Federal Reserve Bank Stock, 


Customers’ Liability Account of Acceptances, 


Interest Earned, not Collected, 
Other Assets, é é é 


29,053,761.25 
537,483.83 1,193,098,214.24 
° 107,913,269.26 
390,041 ,693.80 
3,682,102.41 
3,000,000.00 
1,677,423.71 
3,543,809. 13 
646,624.57 
$2,105,933,955.10 


LIABILITIES 


Capital Stock, a og 
Surplus, é é ‘ P ‘i 
Other Undivided Profits, . ‘ 


Discount Collected, but not Earned, 


Dividends Declared, but Unpaid, 
Reserve for Taxes, etc., ° 4 
Liability Account of Acceptances, 
Time Deposits, . ° P 
Demand Deposits, a ; 
Deposits of Public Funds, 


- $ 259,452,494.78 
1,368,121,057.50 
361,385,888.75 1,988,959,441.03 
Liabilities other than those above stated, . . 


-$ 50,000,000.00 
50,000,000.00 
3,026,596.88 
762,691.81 
2,000,000.00 
9,347,257.74 
1,837,763.03 


° 204.61 
$2,105,933,955.10 
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It is our plan, when imprinting 
these checks that the only imprint- 
ing that will appear on the voucher 
style will be over the signature 
line. This also applies to the draft 
form, 

On the end panel form, the im- 
printing can appear both in the end 
panel and over the signature line. 
No imprinting will appear at the 
top of either the voucher or the 
draft form. 

We did not have any difficulty in 
getting our lithographer to use 
these designs. He made plates for 
the checks, we paid for them, and 
they are our property. 


If the ideas in the checks are 
helpful to others, we are only too 
glad to pass them along. 


Small loans should be tied in 
directly with small checking ac- 
counts. Instead of handing the loan 
over the counter, give the borrower 
a checking account and tell him that 
he can write checks for the amount 
of his loan. This ties in directly with 
establishing the proper relationships 
between bank functions. Thank you 
letters should be sent to all borrow- 
ers on the successful completion of 
a loan. 
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The Advantages Of 
Par Banking 


(Continued from page 202 
month will be allowed against the 
above charges. The charge for the 
above will appear in the following 
statement: 

The First State Bank of Malta 
Malta, Montana 
Memorandum of Service Charge 
for the Month of — 
Maintenance Charge.. 50 
Items Charged Against 
YourAccountat3cents 


Total Charges. 
Less Credit @ 10 cents 
per $100 on Min. Bal. $ 


MINNEAPOLIS 


TRACTORS & FARM 


5-MOLINE 


Wire 


We Debit Your Ac- 


—H. G. Mebust, vice president and 
cashier of the First State Bank of 
Malta, Malta, Montana. 


Checks Which Cause No 
Errors Or Delays 


(Continued from page 211) 


the purpose of a check and perhaps 
it could be pointed out that the 
length of time a payee has a check 
is not long enough to make adver- 
tising very effective. Furthermore, 
it is the amount of the check and 
not the advertising to which the cus- 
tomer gives earnest consideration. 


As Basic 
As America 


Since the first hardy American colonists cut a clearing in the wilderness and 
planted their first crops, farming has been the foundation for all our progress. 
We’ve come a long way since those days . . . The advent of power farm ma- 
chinery has made farming as modern as the airplane . . . Where oxen once pulled 
hand-hewn plows in rough clearings, todays’ powerful tractors draw modern 
farm implements over smooth rolling acres that stretch as far as the eye can 
see from coast to coast. Power machines have stepped up the tempo of American 
agriculture to maintain its position as a leading industry of the nation. 

Machines built by Minneapolis-Moline have contributed much to this parade 
of progress. MM machinery has enabled farmers to till their land and harvest 
their crops speedily and economically. During this wartime crisis MM machines 
have helped farmers produce an unprecedented quantity of foodstuffs. Although 
farmers have been unable to get all the MM machines needed, as victory draws 
nearer more and more modern machines will be available. Bankers of America, 
working with the Farm Machinery Dealers, can help farmers obtain the farm 
machinery that will help keep agriculture the number one industry of the nation 
that is ‘“‘tops’’ industrially, too. KEEP BUYING BONDS! 


MINNEAPOLIS- MOLINE 


POWER IMPLEMENT COMPANY 


MINNEAPOLIS 1, MINNESOTA, U.S.A. 


More Work Space In 
The Same Building 


This bank consists of a head office 
in Prescott, Arizona, and branches 
located in Clarksdale, Flagstaff, Je- 
rome, and Williams. In 1942 we 
commenced our remodeling opera- 
tions by doing over our Flagstaff 
office. 

We had purchased the building in 
that city formerly occupied by an- 
other bank, We re-designed the of- 
fice, cutting the banking room in 
half, but so utilizing the remaining 
space that there was a natural flow 
of items from the front to the back. 


We put in a seven-inch vault door 
and new safe deposit boxes. At the 
same time, we installed a storage 
vault for records. The fixtures were 
worked over from those on hand 
and followed the “friendly-counter” 
trend. 


It was most fortunate that we 
made the change at the time we did, 
for, the following year, the govern- 
ment established a large ordnance 
depot near Flagstaff which increased 
the activity at our bank at least 
100%. We could not have handled 
the business under the old condi- 
tions. 


In 1943, we re-designed our Wil- 
liams office—much along the same 
lines as in Flagstaff. Here again, we 
had purchased the structure from 
another bank. A new vault door and 
stee] vault liner were installed. Ad- 
ditional safety deposit boxes were 
installed. The results have been 
quite satisfactory. 


In 1944, we modernized our head 
office. Because of prevailing restric- 
tions, no great structural changes 
could be made. We simply make 
greater use of the existing space and 
equipment. Through the ingenuity 
of one of our officers, we developed 
space on the “working” side of the 
lobby io permit the installation of 
an additional teller’s window and a 
desk on the counter for one of our 
officers. 


The new fixtures were constructed 
almost entirely out of the material 
obtained from our old fixtures. 


Because of the change in the old 
fixtures, it was necessary for us to 
re-design our heating and ventilat- 
ing outlets—the air-conditioning 
being forced air over blast coils 
which are steam heated. We intend 
to install flood lighting designed to 
raise the entire lighting level of the 
banking office without glare.—Sher- 
man Hazeltine, cashier, The Bank of 
Arizona, Prescott, Arizona. 
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Loans Going Up But 
Deposits Multiply Faster 


The first 1945 issue of Rand 
MSfNally Bankers Directory shows 
a pleasing increase in loans; the 
total now being $26,357,371,000. 
This is the highest they have been 
since June 30, 1932, with one ex- 
ception; that was December 30, 
1941. At that time, the total was 
$26,893,832,000. 

However, deposits continue to 
multiply much faster than loans; 
their total now being by far the 
greatest in history. The 14,777 
banks as of December 30, 1944 had 
a total of deposits of $143,017,960,- 
000. For the past two years, the 
total has been over $100,000,000,- 
000, but each directory shows a big 
increase. The increase this time 
(between December 30, 1944 and 
June 30, 1944) was about $13,000,- 
000,000. 

The Blue Book figures have 
shown a continual decrease in the 
number of banks, although new 
banks are being organized all of the 
time. On June 30, 1944, the total 
was 14,791 and on December 30, the 
total was 14 less, or 14,777. The 
largest number of banks was back 
in December, 1920 when the total 
was 31,811. 

The summary in the Blue Book 
shows that government bond hold- 
ings are still increasing; the total 
now held by banks being $86,- 
463,927,000. However, banks still 
have a lot of cash. 

The cash and exchange due from 
banks total $31,362,488,000 as of 
December 30, 1944. 

Total assets for all banks have 
also increased; the total now being 
$153,625,402,000. 

In spite of the tremendous in- 
crease in assets, bank capital re- 
mains remarkably alike from year 
to year. Only once since 1924 has 
bank capital been less than $3,000,- 
000,000, but never has it reached 
$4,000,000,000. However, surplus 
now stands well over $4,000,000,000 
and undivided profits over $2,000,- 
000,000. Capital assets, therefore, 
are over $10,000,000,000. 

The number of national and state 
banks remains about in the same 
proportion. The national banks to- 
taling 5,026; state banks and trust 
companies totaling 9,501. In addi- 
tion to this, there are 142 private 
banks, which is a decrease from 972 
private banks in 1924. 

It would appear from reports 
Rand M¢Nally has received from 
bankers in all states, that we are 
likely to see a further increase in 
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FIELD WAREHOUSING 


After V-E Day 


NE W financing problems will 
follow cancellation of war 
contracts. Some of your customers 
will have current assets tied up... 
large inventories on hand . . . and 
immediate need for funds. 
Warehouse Receipt Loans 
against inventory stored right on 
your customer's own premises will 
be the answer in many cases where 
accommodation is needed in excess 
of your open-line limits. Forw ard 


looking bankers are preparing now 
by requesting us te arrange for 
quick installation of our Field 
Warehouse Service for certain of 
their customers against the time 
when it is needed, 

Complete information, surveys 
and arrangements for installation 
of our service furnished without 
cost to you. An experienced oper- 
ating executive will be glad to call 
at your request. 


New York Terminal 


Warehouse Company 
25 South William Street, New York 4, N. Y. 


219 Broad Ave., Albany, Ga. - Healey Building, Atlanta 3, Ga. - 35 Congress St., Boston 9, Mass. - Liberty Life 


Bidg., Charlotte 2,N. C.- 120 So. LaSalle St., Chicago 3, Ill. - 


National Bank Bidg., Detroit, Mich. - 809 Electric 


Bidg., Indianapolis 4, Ind. - First National Bank Bidg., Memphis 3, Tenn. - 16 South Broad St., Philadelphia 2, Pa 


Keystone Bldg., Pittsburgh 22, Po 


loans. New opportunities for loans 
are popping up almost every day. 
New businesses are going to need 
new money; reconversion is going 
to require capital, and the number 
of small businesses is likely to in- 
crease. The demand for local funds, 
therefore, is almost sure to be 
greater than it has been for many 
years 


One bank advertises that people 
shouldn’t draw money out of their 
savings accounts to pay debts. They 
should instead borrow the money 


+ 8th and Locust Sts., St. Paul 1, Minn 


+ Hills Bldg., Syracuse 2, N.Y 


from the bank and use their pass 
books as collateral. The idea is that 
a person will pay an obligation back 
regularly but will not pay himself 
back as quickly. 


There are three main reasons for 
consumer lending—(1) necessity, 
(2) convenience, and (3) opportu- 
nity. The reason that the small loan 
organizations have been so success- 
ful is due to the fact that they have 
emphasized these points in their 
dealings with the public. They 
haven’t kept their services a secret. 
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Wisconsin Banks Adopt A 
New Check Form 


Through the Wisconsin Bankers 
Association, recommendation has 
been made to all Wisconsin banks 
that the check form reproduced 
here be made standard in that state. 

There are several things to com- 
mend this form. In the first place, it 
has put the check number in the 
upper left hand corner where it can 
not be confused with the numeral 
amount. 

In the second place, it has moved 
the date line to the left where it is 


Banxtown. Wis 


Jaw 
TO THE 
ORDER OF 


BANK OF BANKTOWN 
BaNKTOWN. WIS 00-000 
° 





not confused with the numeral 
amount. 

In the third place, it moves the 
line on which the written amount 





Understanding 


Institutional 


Requirements 


We offer to institutions the results of 


years of experience in helping to meet 


the special requirements of this type 


of investor. 


Because of our nationwide facilities 


and knowledge of comparable security 


values and markets, our Institutional 


Department is utilized by many or- 


ganizations in all parts of the country. 


We cordially invite you to take ad- 


vantage of these services. 


MERRILL LYNCH, PIERCE, FENNER & BEANE 


Underwriters 


Broker 


70 PINE STREET 


and Distributor 


in Securities 


of Investment Securiti 
and Commodities 


NEW YORK 5, N. Y. 


Offices in 87 Cities 


~$ 


_DOLLARS CENTS 


SPECIMEN 


is placed to the left of the numeral 
amount. In other words, the nu- 
meral amount stands out by itself 
on the right end, where operators 
expect to find it. 

This recommendation, however, 
does not include the placing of the 
transit number in the upper right 
hand corner where it is very useful 
to those banks which use the transit 
number in transit letters and other- 
wise. 


Check Printer Prevents Fraud 


We had an occurrence several 
years ago which brought home the 
danger in the printing of unauthor- 
ized checks. A bogus check artist 
called at a lithographing company 
in Kansas City and ordered some 
drafts printed with our bank as the 
issuing agent and a bank in Kansas 
City as the drawee. 

It so happened that the lithogra- 
pher checked the order back to us 
while it was still in process. We, of 
course, knew immediately that it 
was an unauthorized purchase, es- 
pecially so since the artist had 
chosen the wrong correspondent 
bank. 

Accordingly, we got busy on the 
matter at once and, through our 
correspondent in Kansas City, were 
able to have the man picked up 
when he called for his work. 

He was sentenced to a short term 
in prison. The vigilance of the check 
printer was responsible for the pre- 
vention of what might have resulted 
in considerable loss.—W. V. Davis, 
president, First National Bank, Mo- 
nett, Missouri. 


Request that customers who ha- 
bitually prepare checks in a care- 
less manner (such as leaving blank 
spaces) co-operate by properly fill- 
ing out checks. Explain to such 
customers that practices of this na- 
ture facilitate alterations. 


Give checkbooks only to custom- 
ers or their accredited representa- 
tives. 
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Customers Should Hold 
Vault Keys 


The danger of permitting mem- 
bers of the bank staff to hold cus- 
tomers’ vault keys is illustrated by a 
recent Scarborough and Company 
bulletin which reported a large bank 
defaleation which partly resulted 
from this practice. 

Thoughtless customers may fre- 
quently request bank officers to take 
charge of their keys and sometimes 
offer very good reasons why a bank 
should accommodate them. If an 
arrangement can be made to keep 
vault keys under dual control, spec- 
ial necessities may be accommo- 
dated. 

Where such facilities are not 
available, bank officers should be 
instructed to absolutely refuse to 
accept custody of the vault key of 
any customer. The practice is loaded 
with dynamite, 


“Prior Endorsements 
Guaranteed” 


In spite of the fact that most 
bank stamps have the phrase “Prior 
Endorsements Guaranteed,” some 
banks still go to the trouble of ex- 
amining the first endorsement to be 
sure that it is exactly like the name 
of the payee as written on the face 
of the check. 

This is unnecessary work. If the 
endorser should prove to be some- 
one other than the payee and your 
customer found that out and com- 
plained, all you would need to do 
would be to throw the matter back 
upon the first bank endorser who 
guaranteed the payee’s endorse- 
ment. As long as there is a bank 
stamp on the checks drawn on your 
bank, you are safe in paying them, 
if they are okay otherwise. 

This examining of endorsements 
is what may rightfully be classed 
as unnecessary work. If it is unnec- 
essary, then it can safely be elimi- 
nated, In these times, when help is 
scarce, there is no excuse for con- 
tinuing unnecessary work. 


True Facts On 
Controversial Subjects 


The last two issues of your maga- 
zine were most excellent. You cer- 
tainly are developing true facts 
with reference to several of the con- 
troversial subjects which the asso- 
ciation periodicals seem to avoid. 

A subject is controversial just as 
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St. Louis AND THE PACKING INDUSTRY 


For years, one of the leading 
industries of St. Louis has been 
that of wholesale meat packing. 
With an annual output of more 
than $200,000,000, the St. Louis 
area ranks third in the nation as 
a center for such products. 


The packing industry, like many 
others, has recognized the stra- 
tegic, central location of St. Louis. 
This has not only brought the 
industry close to its natural 
sources of supply, but has pro- 
vided unexcelled transportation 


"Gy, 


MERCANTILE 


Bank and 


facilities that make possible the 
swift, direct economical distribu- 
tion so essential to an industry 
whose products must move in a 
continuous supply to the food 
markets of America. 


Mercantile-Commerce is proud of 
its long association with the pack- 
ing industry ,..one of the many 
examples of the way in which 
this bank has been able to con- 
tribute to the growth of business 
in the great industrial territory 
of St. Louis and the Southwest. 


; 


Trust Company 
MISSOURI 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 





long as there exists a difference of 


opinion as to facts. It is merely a 
question of definitely establishing 
facts to bring about a common un- 
derstanding, and, brother, you are 
making a mighty fine effort.—C. L. 
Hufsmith, president, The First Na- 
tional Bank, Palestine, Texas. 


When cashing a check drawn on 
another bank bearing a guarantee 
of indorsement by a customer, as- 
certain whether the depositor’s bal- 
ance is sufficient to cover the item 
presented in case it should be re- 
turned unpaid. 


Failure to obtain positive identifi- 
cation of new depositors often facil- 
itates forgeries and results in loss. 


Where an account is introduced 
by a customer or someone known 
to the bank, interview the intro- 
ducer later to ascertain how long 
and how well he has known the 
applicant. 

The impression made by the teller 
on the people who come to his 
window is an important factor in 
building good or ill will for the 
institution. 
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Statistical Yearbook Of The 
League Of Nations, 1941-42 
(Including Addendum 
1942-43) 


Pages: 279; 
cloth $3.50. 

The need for impartial facts and 
figures about the nations of the 
world is greater than ever before. 
The sixteenth edition of the Statis- 
tical Yearbook reaches across a 
broad field, presenting in 106 tables 
reliable statistics on territory and 
population, employment and un- 
employment, agricultural, mineral, 
and industrial production, interna- 


Price: paper $2.50, 


tional trade, currencies and bank- 
ing, interest rates, prices and -cost 
of living, and public finance, for all 
the countries of the world. The fig- 
ures cover the year 1942 and the 
first nine months of 1943, and the 
tables include statistics for previ- 
ous years, for purposes of compari- 
son. 

In the section devoted to curren- 
cies and finance, the rising tide of 
public debt can be observed not 
only in all belligerent countries but 
in the remaining neutral states. 
United States Sales Agent: Inter- 
national Document Service, Colum- 
bia University Press, Box F13, 2960 
Broadway, New York 27. 


Guaranty Trust Company of New York 


Fifth Ave. at 44th St. 
LONDON 


Cash on Hand, in Federal Reserve Ban 
Due from Banks and Bankers 

U. S. Government Obligations 

Loans and Bills Purchased 

Public Securities . 


Stock of the Federal Ress “serve e Bank 


Credits Granted on Acceptances 

Accrued Interest and Accounts 
Receivable . ‘ 

Real Estate Bonds end Mortgage — 


Bank Buildings we wh el oe 
Other Real Estate . . . «© «+ « 


Total Resources 


Capital © . ° . © 

Surplus Fund ...«. -~ 

Undivided Profits . . . 
Total Capital Funds 

General Contingency Reserve 

Deposits ° 

Treasurer’s Checks Outstanding 
Total _— . 

Acceptances. ° 

Less: Own Aneeptamecs 

Held for Investment . . 





Other Securities and Obligations. 2 


. $3,106,648,080.53 
7.604.357.59 


140 Broadway yy, 4ison Ave. at 60th St. 
PARIS 


691,163,638.51 


5,976,152.51 
1,231,884.25 


10,079,766.86 
1,512,114.92 


104,677,567.08 
9,492,368.19 
850,115.65 


- $3,483,800,314.37 


LIABILITIES 

-$ 90,000,000.00 
- 170,000,000.00 
- 45,148,336.25 


- $ 305,148,336.25 
; 34,633,206.15 


- « © « « 98,114,252,438.12 
4,347,293.69 
3,115,409.44 


1,231,884.25 


Liability as Endorser on Accept- 
ances and Foreign Bills 
Foreign Funds Borrowed . . 
Dividend Payable April 2, 1945 
Items in Transit with Foreign 
Branches and Net Difference 
in Balances between Offices 
Due to Different Statement 
Dates of Foreign Branches . 
Accounts Payable, Reserve for 
Expenses, Taxes, ete. . 


Total Liabilities . 


fiduciary powers, to secure public moneys as 





Member Federal Deposit I 


BRUSSELS 
Condensed Statement of Condition, March 31, 1945 
RESOURCES 
k, and 
517,704,196.36 
2,159,912,428.58 


23,090,998.94 


100,632.00 
152,550.00 
2,700,000.00 


2,490,268.66 


29,766,333.85 
- $3.483,800,314.37 





Securities carried at $799,236,912.68 in the above Statement are pledged to qualify for 


required by law, and for other purposes. 


This Statement includes the resources and liabilities of the English and French 
Branches as of March 26, 1945, and Belgian Branch as of October 31, 1941. 


nsurance Corporation 





Employees Learn More 
From Quiz Than From 
Other Study 


I am writing you to let you know 
how much we enjoy receiving the 
Bankers Monthly. It contains a lot 
of timely articles as well as good 
suggestions as to how to save time 
in the operation of different de- 
partments of the bank. I note in the 
last issue that you mention single 
posting as a time saver. We have 
used this form of bookkeeping on 
our depositors’ ledger for the past 
seven or eight years, and it has 
saved us a lot of time and, in addi- 
tion, we have eliminated one book- 
keeper as a result of this type of 
ledger sheet. 


We have a good time in trying to 
answer the questions contained in 
your monthly quiz. This is particu- 
larly a very good pastime for the 
junior officers and the tellers, as, I 
believe, they actually learn more 
from these quiz questions than they 
would learn in any other manner. 
P. J. Edkins, cashier, Farmers & 
Merchants Bank, Beach, N. D. 


Banking 


By Albert Griffin, associate pro- 
fessor of business administration, 
School of Business Administration, 
Emory University, Georgia. Bellman 
Publishing Company, Inc., Boston, 
Mass. Paper $1.00. 


Detailed information is given con- 
cerning the personal requirements 
and attributes essential to a success- 
ful career in banking. The author 
has recommended an educational 
program and a professional training 
plan for would-be bankers. How- 
ever, he urges everyone planning to 
enter the field to make certain that 
his ambitions do not outrun the pos- 
sibilities and opportunities pro- 
vided by the vocation. 

Intended as a guide to career 
counselors and as a source of au- 
thoritative information for individ- 
ual reference purposes, this mono- 
graph deals with the following 
topics: 

Personal qualifications required 
for engaging in the work. 

Scholastic training needed. 

Complete analysis of employment 
opportunities. 

Remunerations received. 

Chances for advancement. 

Advantages and disadvantages. 

Possibilities for both women and 
men in the vocation or profession. 
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Bank Employee Paper 
Finds Quiz Popular 


Evidence of the constantly grow- 
ing interest in the Bankers Monthly 
Quiz is provided by the fact that the 
employees of the First National 
Bank of Birmingham, Ala., have 
requested that the bank’s publica- 
tion include reprints of the ques- 
tions. 

Bob Bowden, editor of the First 
National News, who upon receiving 
permission to reprint the Quiz in- 
cluded it in his last issue, says that, 
“Our employees have reacted very 
favorably to the Quiz and have ad- 
vised us that it is one of the most 
interesting things in the publica- 
tion. They specifically requested the 
continuation of the questions in 
future issues. The majority of the 
scores reported were either superior 
or very superior. All of us wish to 
thank you for the privilege of al- 
lowing us to reprint your questions. 


Plastics 


By H. Ronald Fleck. Published by 
Chemical Publishing Co., Inc., 
Brooklyn, New York. Price $6.50. 


For those loan officers who are 
keenly interested in the immediate 
prospects for various industries, this 
book is a splendid educational piece. 
It discusses plastics from the be- 
ginning, and in a way that any bank 
officer can understand. The techni- 
calities are there but they are put 
in such language that a person need 
not be a chemist in order to absorb 
the ideas and make practical use of 
them in discussing the subject of 
plastics with any borrower who may 
make use of this material. A better 
idea of the vast use of plastics in 
the immediate future will be had 
after reading this treatise by an 
expert, 


Prizes For Answering 
The Quiz Questions 


All employees are given a Bank- 
ers Monthly Quiz and we ‘allow 
them a certain length of time to 
answer the questions. The papers 
are then graded, one point for each 
question. The total scores are kept, 
and at the end of three months, 
prizes are given for high and second 
high scores. 

So far, our scores have been 
“good” or “average” according to 
your chart. It is our desire, at some 
future date, to have a meeting and 
discuss the questions. 


May, 1945 


When Japanese searchlights sweep the sea, our PT boats lay a protecting smoke screen. Here, as 
on every front, quick communication is vital. These Patrol Torpedo boats are the mighty midgets 
of the U. S. Navy, matching their speed against the power of big guns, and their sting is deadly. 


Wherever our men fight, there is 


telephone equipment—the best and 


The telephone 


is in 
the thick of it 


plenty of it. 


_ The needs of war are still big and 
our telephone manufacturing plants 
are continuing to meet those needs. 


If you’re waiting for a home tele- 
phone, it helps a little to know the 


reason. And to know that we are 


doing everything we can to make 


your wait as short as possible. 


BELL TELEPHONE SYSTEM ‘a 
LN 


LISTEN TO “THE TELEPHONE HOUR" 


Our personnel have found the 
quiz very interesting and have ex- 
pressed the hope that we continue 
its use—Mary Ida Harrell, asst. 
cashier, Southern Bank of Norfolk, 
Norfolk, Va. 


Do not accept checks that bear a 
restrictive endorsement by a payee 
who is not the depositor. For exam- 
ple, “For Deposit, John Doe,” or 
“For Collection, John Doe.” 


EX 


EVERY MONDAY EVENING OVER NBC 


We were especially interested in 
the series of articles, How To Speak 
Effectively. We are wondering if 
these articles could not be published 
later on in pamphlet form as they 
are certainly worth saving.—W. E. 
Sheldon, president, The Home Trust 
& Savings Bank, Osage, Iowa. 


There are thousands of bank 
forms, but only certain ones will 
serve your bank best. 
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Power Booster Extends 
Talk-A-Phone Uses 


By installing the improved HP- 
16 Power Booster, latest product of 
the Talk-A-Phone Electronic Lab- 
oratories, as an adjunct to his in- 
ter-communication system the busy 
bank executive can sit at his desk 
and deliver instructions to em- 
ployees anywhere in the bank. 

The X-tra Power Booster will 
work with the majority of inter- 
communication systems. However, 
certain of the Talk-A-Phone models 
have been specially designed so that 
when the HP-1 is used it becomes 
an integral part of the system. The 
operator not only has the advan- 
tages of an inter-communication 
system but in addition paging facil- 
ities. 

The HP-16 cabinet is neat and 
compact, measuring 6 inches by 12 
inches byf 6% inches high. It is 
equipped with “On-Off” switch, 
“Pilot Light” indicator, and variable 
“Volume Control.” 


Check What You Need And Mail This Form 


. Accounting Forms 

. Accounting Machines 

. Addressing Machines 

. Architects and Builders 

. Bandit Resisting Enclosures 


and Alarm Systems 


. Bank Building Fixtures 

. Bank Directories 

. Banking by Mail Envelopes 

. Binders, Check, Bookkeeping, 


Ledger 


. Bronze and Brass Signs 

. Calculating Machines 

. Calculating Machine Desks 
. Chairs, Posture, Office 

. Changeable Signs 


Checks 


. Check Book Covers 

. Check Cancelling Perforators 
. Check Files 

. Check Protectors 

. Check Signers 

. Check Sorters 

. Check Sorting Trays 

. Christmas Savings 

. Coin Bags and Boxes 

. Coin Changers 

. Coin Counting and Packaging 


Machines 


. Coin Envelopes 


. Coin Sorting and Counting 


Machines 


. Coin and Currency Trays 

. Coin Wrappers 

. Coupon Books 

. Currency Straps, Envelopes 

. Dating Machines and Stamps 
. Deposit Ticket Files 

. Desk Pen Sets 

. Duplicators 

. Electric Signs 

. Expanding Filing Envelopes 

. Expanding Mailing Envelopes 
. Filing Cabinets 

. Filing Systems 

. Forms, One-Time Carbon 

. Forms, Continuous 

. Glass Signs 

. Honor Roll Placques 

. Inter-Office Communicating 


Systems 


. Interest Calculators 

. Lamps 

. Lighting Systems, Fluorescent - 
. Maps 

. Metered Mail Systems 

. Money Orders 

. Name Plates and Desk Signs 

. Night Depositories 

. Night Depository Bags 

. Pass Books 


57. 
58. Personalized Checks _ 
. Personal Loan Advertising 
. Personal Loan Collection 


Pay Roll Checks, Envelopes 


Envelopes 


. Personal Loan Systems 


62. Photographic Bank Systems 


. Proof Machines 

. Rubber Stamps 

. Safes, Fire and Burglar-Proof 
. Safe Deposit Boxes 

. Safe Deposit Records 

. Safety Paper Suppliers 

. Savings Banks, Home, Pocket 
. Scales, Postal, Parcel Post 

. Seals, Coin Bag 

. Seals, Corporation, Notary, etc. 
. Stamp Affixers 

. Storage Files 

. Time and Delayed Time Locks 
. Time Stamps 

. Travelers Checks 

. Typewriters 

. Typewriter Stands 

. Vaults 

. Vault Equipment 

. Visible Records 

. War Bond Safekeeping 


Systems 


. Window and Lobby Displays 





The Talk-A-Phone Manufactur- 
ing Company, 1512 South Pulaski 
Road, Chicago 23, Illinois will an- 
swer any inquiries regarding this 
equipment. 


Banking By Mail 
Facilitated By Colvelopes 


A new bank-by-mail system, Col- 
velope, has been developed by Rem- 
ington Rand’s Systems Division. 
Some of the advantages of this new 
stationery aid are the elimination 
of addressing envelopes, the provi- 
sion of a full size deposit slip, and 
the insurance of accuracy in credit- 
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ing deposits to the proper account. 
At the same time, Colvelope re- 
duces the amount of time required 
for handling deposits, and station- 
ery expense, 

The mail deposit Colvelope is 
handed or mailed to the customer 
after his name and address have 
been typed on the return portion of 
the Colvelope which is lettered A 
on the illustration. 

The full size mail deposit slip 
“B” is filled in by the depositor, de- 
tached, and inserted in the envelope 
pocket along with his unfolded 
checks. He also fills in the perfor- 
ated deposit receipt B: and mails the 
self addressed envelope to the bank. 

On opening the Colvelope, the 
mail teller checks any illegible sig- 


shou 
Serv 


Cor 
Vet 


In 
vete 
the 
him, 
Vete 
the 


THE BANKERS SECRETARY 
Rand McNally and Co., 536 So. Clark St., Chicago 5, Ill. 


natures and addresses with the 
return address which was originally 
typed in space A at the bank. The 
mail deposit receipt is then de- 
tached and inserted in a new Col- 
velope on which the customer’s 
name and return address have been 
typed. It is then mailed to the cus- 


BANKERS MONTHLY 


Please have buying information sent us on the items checked above. 


. Officer 





| — Ww 


tomer ready for another deposit. 
Under this system, the bank does 


not need an extra outgoing envelope | 


to mail the depositor his next de- 
posit envelope—a genuine saving in 
stationery costs. 

Information concerning the Col- 


velope will be supplied on request | 


by the Systems Division, Reming- 
ton Rand, Inc., Buffalo 5, N. Y. 









Typewriter Upkeep Simpli- 
fied By Maintenance Kit 

A timely new product—Bluebon- 
net Triple Upkeep Kit—has made 


its appearance to forestall the de- 
creasing efficiency of overworked 
















and aging typewriters. Packaged 


complete with type cleaner, platen 
renewer, and typewriter oil, the set 
is furnished with correct applica- 
tors, 

An important feature of both the 
type cleaner and platen renewer is 


that they are both safely non-in- | 
flammable or explosive. The type- | 


writer oil is a highly refined color- 
less lubricant specially made for 
precision instruments. Repugnant 
odors commonly associated with 
these products are completely ab- 
sent. 

Inquiries regarding the product 
should be addressed to the System 
Service Company, Paterson, N. J. 


Condensed Guide For 
Veterans Loans 


In order to assist the returning 
veteran in acquainting himself with 
the various benefits arranged for 
him, Prentice-Hall has published a 
Veteran’s Guide. The functions of 
the various federal and state agen- 
cies charged with the administra- 


Develop More 
SPECIAL 
CHECKING 


New bank advertising service e@ 
nan interest photos e 100° . 
ertion getter © Write for FREE 
fs @ No obligations 
Eye’ Catchers, 12E 38th St.Ny 
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COURTEOUS 


What a strange adjective to apply to 
bank checks, and yet Personalized 
Checks are courteous because those 
who use them extend to those who 
read them the courtesy of legibility. 


Most people are courteous but there 
are millions whose signatures can- 
not be read and yet they sign letters 
and checks without realizing how 
much inconvenience they cause 
others. If they did realize they would 
have their names typed on letters 
and printed on checks. 


Are such people “touchy” about 
their signatures? Would they be 
offended if it was pointed out to 
them that the printed name might 
help? We don’t believe so, but it 
wouldn't take long to find out. 


Just as a test... why not ask your 
bookkeeping department today to 


E LUXE 


CHECK PRINTERS 


Details on 


Graybar Building 


BANK CHECKS 


Manufacturing Plants at: 


NEW YORK, CLEVELAND, CHICAGO, 


Write Today for Full 


COIN HANDLING 
and AUDITING 
EQUIPMENT 


to meet the require- 
ments of every bank. 





















pick out ten checks bearing signa- 
tures that are hard to read and are 
frequently missorted. Then frankly 
explain to these depositors how 
difficult it is to sort their checks and 
ask them to invest $1.25 in 200 
Personalized Checks. We predict 
that there won’t be one who will 
take offense and when you get thru 
you will have ten more depositors 
whose checks will no longer create 
bottle necks in your shop. 





Thousands of banks are now selling 
Personalized Checks to their depos- 
itors. The time is approaching when 
everyone will use them. They are 
good for the depositor, they save 
money for the bank and, to repeat, 
they are courteous. Write us for more 
complete information on the DeLuxe 
Personalized Check program. 





KANSAS CITY, ST. PAUL 


















N te DOWNEY-JOHNSON 
COIN COUNTER MODEL 20 PH 


Save Time and Money 


with the 


DOWNEY- JOHNSON COIN COUNTER 


Count, wrap and bag pennies, nickels, dimes, quarters and halves with the 
portable Downey-Johnson Model 20-PH Coin Counter. For all its light weight 
and compact design, this advanced type unit provides the capacity and 
versatility of heavy, cumbersome, hand-driven equipment, plus all-coin flexi- 
bility. Easy to operate - - - smooth, efficient, quiet in action. Negligible mainte- 
nance. Counts and wraps 175 rolls of coins per hour and bags 35,000 coins 
per hour (based on nickels and average operator). Get full details today. 


JOHNSON FARE BOX COMPANY 


4619 NO. RAVENSWOOD AVENUE 7 


CHICAGO 40, ILLINOIS 
New York, N.Y. 
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FOR THOSE WHO HANDLE MONEY 


Abbott offers a complete line of COIN COUNTING MACHINES, Coin 
Wrappers, Currency Straps, Coin Handling Equipment and other Bank 
Supplies. Illustrated here are: 


The Abbott 
Colored Tubular 
Coin Wrappers 
The Abbott Outlook 
Window Wrappers 


The Abbott Colored 
Bill Straps 


The Abbott 
Colored Flat 
Wrappers 


The Abbott “Twin” 
Window Wrappers 


Circulars Mailed on Request 


We not only have the desire but the ABILITY to serve. 


ABBOTT COIN COUNTER COMPANY *« 


THE 
id CO) ons B.S CLO) ou) ot On & Ol Ob 
GROUP 
of 
setae Gotittectalecmm Greloater tetra. 


id 
Che Phoenix 


Susuranse Company, Hartford, Coun. 
1854 


Connecticut 


Sire Insuranctlec Hartford tenn: 


1850 
OUITABLE 
Fire € Marine Infurance (@mpany 
Provivence, RL 
1859 
ATLANTIC FIRE INSURANCE CO. 


Raleigh, North Carolina 
THE CENTRAL STATES FIRE INS. CO. 
Wichita, Kansas 
GREAT EASTERN FIRE INSURANCE CO. 
White Plains, N. Y. 
MINNEAPOLIS F. & M. INSURANCE CO. 
Minneapolis, Minn. 


RELIANCE INS. CO. OF CANADA 


Montreal, Canada 


* 


HARTFORD 
30 Trinity ‘Street 


CHICAGO 
Insurance Exchange 


NEW YORK 
110 William Street 


SAN FRANCISCO 
220 Montgomery Street 


MONTREAL 
485 McGill Street 
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G 


wa 
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All Forms of Fire and 
Property Insurance including 
Ocean and Inland Marine 


Country-wide Brokerage Service 


TIME TRIED & FIRE TESTED 


143rd ST. and WALES AVE. 
NEW YORK 54, NEW YORK 


RECORDEX 
Withholding Tax 


COMPUTER 


Deductions for ALL pay periods 
Visibly Indexed in One Handy Unit. 
The proven speed and instantaneous 
reference of Victor Visible . . clear, 
widely spaced figures . . colored 
inks and cards . . are adroitly com- 
bined to eliminate errors. 


See it at your stationers 
Folder on request 


The Victor Safe & Equipment Co., Inc. 
N. Tonawanda, N. Y. 


A Complete Line of 
—MONEY WRAPPERS - 


STANDARD PAPER GOODS ‘cc 


WORCESTER 8, MASS. 


FOR SALE 


SAFE DEPOSIT BOXES 


Polished steel fronts, $10.00 per opening, 
3x 5 size and larger. Details furnished on 
application. 


FIRST NATIONAL BANK 
VANDALIA ILLINOIS 


| 


tion of the veteran laws are de- 


| scribed in a manner which elimi- 


nates confusion. 
Bankers can perform a valuable 


| service to G. I. Loan applicants by 
| providing them with this authorita- 


tive information on the limitations 
of the loan provisions of the act. 
The price in quantities is only 10 
cents. 

Inquiries concerning the Veter- 
an’s Guide should be addressed to 
the Specialty Division, Prentice- 
Hall, Inc., 222 West Adams Street, 
Chicago, Ill. 


Karbon-Out System 
Increases Money Order 
Efficiency 


Bank Money Order users will be 
benefited by the new Karbon-Out 
System which has been placed on 
the market by the Protectu Bank- 


ER's RECEIPT 


Note Corporation. Designed for 
speed, safety, and convenience, the 
system decreases issuing time. 

A triplicate form is provided 
which consists of an original, a du- 
plicate for register copy, and the 
customer's receipt—all of which are 
produced at a single writing. The 
three copies are separated and the 
carbon removed at one operation. 

Additional information will be 
supplied to those who are interested 
by the Protectu Bank-Note Corpor- 
ation, 4048 Schubert Avenue, Chi- 
cago 39, Illinois. 


The auditor of a Winston-Salem, 
N. C. bank writes today that he has 
been reading the report of The Re- 
search Committee of the Texas 
Bankers Assn. in Bankers Monthly 
and he wants a copy of the original. 
From many similar letters I have 
received, I believe that your 
monthly is read and appreciated 
more than any other financial jour- 
nal published.—C. L. Hufsmith, 
President, The First National Bank, 
Palestine, Texas. 


Double combination on 

Burglar «<<: of 6 separate 
compartments of 7,000 

cubic inches each. Will sell 


Proof at a bargain. 


Cc. A. COEY 


Va ult 9101 So. Hoyne Ave., Chicago, III. 
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ime< 
VALLEY 


NATIONAL 
BANK 


H.L. DUNHAM, 
VICE PRESIDENT 


Vice President 


H. L. Dunham recently wrote can article for Bankers Monthly which resulted in 
the letter published below. The above illustration shows that Mr. Dunham follows 
his own suggestion. In addition to signing his name clearly, he has his name 
printed on the letterhead and typed at the bottom. 


Sign Your Name So | 
Can Read It 


I have read the article, “Why 
Don't You Sign Your Name So I 
Can Read It,” written by H. L. Dun- 
ham, in your issue of February, 
1945, in which the writer, on page 
81, referring to the matter of illegi- 
ble signatures to letters, preventing 
a personal reply, says: 

“It is irritating to receive a letter 
like that. It is anyone’s’ guess as to 
what percentage of signatures are 
legible, but at best, the number 
would be small.” 

If that just criticism applies to 
letters, all the more it applies to the 
signature to legal documents. I am 
a good friend of the clerk of the 
superior court of our county, who 
has the duty of recording in his 
office all recordable legal docu- 


ments, such as deeds and mortgages. 

He is frequently calling on me 
for help in deciphering the signa- 
tures of “big” businessmen on such 
instruments where the name has 
not been typed underneath, and of 
the signatures of required attesting 
witnesses. In many cases, it is im- 
possible to do more than to suggest 
a guess. Some men of large affairs 
seem to take pride in concocting 
hieroglyphs, and adopting them for 
signatures. If so, the law should give 
such signatures no force unless 
translated into typewritten English. 

Business men should know that 
when legal documents must be re- 
corded for proper legal protection 
of the rights conveyed, the signa- 
ture is an essential part of the doc- 
ument, and that recording officials, 
by and large, are not handwriting 
experts.—L. A. Whipple, attorney 
at law, Cochran, Georgia. 


SHOULD BANK EXECUTIVES BROADCAST 


Confidential matters respecting customer's business? 


( y*" of our representatives called on a business man in a small New Jersey town 
one day who said, “IT don’t need a Hush-A-Phone, but I think it is a fine thing. 
| wish you would go up and see the President of the First National Bank and tell 
him | am getting tired of everybody in town knowing I have renewed a note as soon 
as | do myself. Tell him I think $10.00 is a mighty small amount to spend to save 
his customers embarrassment.” 

A New England banker said, “I wouldn't take a thousand dollars 

for my HUSH-A-PHONE if I couldn't get another.” 
Repeat orders from our many bank customers shows that they 
soon esteem the HUSH-A-PHONE as an indispensable piece of 


office equipment 
iT SH-A-PHON E snaps on the mouthpiece of your phone and 


Thel 


solves three types of phone problems: Safeguards privacy, prevents 
phone talk annoyance, and improves phone hearing in noisy places 

Dictating Machines: A model for this use is esteemed for simi 
lar advantages as in the case of phone use 


Over 100,000 in use. 


Write for circular B-1 


HUSH-A-PHONE CORPORATION, 43 w. 16th St..n.¥.¢.11 
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BANKS NOW USING 


Tell Us Why This Favorite 
Pay-As-You-Go Plan 
Attracts New Customers 


OUR CLIENT BANKS refer con- 
stantly to special ThriftiCheck 
advantages that arouse the enthu- 
siasm of new depositors. 


This enthusiasm is heartfelt and genuine; 
and these banks have had convincing 
proof that new customers lose no time in 
recommending ThriftiCheck to others. 
And everyone knows that such customer 
recommendation lowers the acquisition 
cost of new accounts. 


One ThriftiCheck feature invariably 
delights new depositors, because it comes 


_ as a complete surprise. At the end of the 


few minutes required to open his account, 
the depositor is presented right on the 
spot with his book of ThriftiChecks, his 
name printed on each! In the next 
moment he can write his first personalized 
check. 


Obviously this appealing example of 
modern speed makes an indelible impres- 
sion that is immediately passed along to 
the depositor’s friends. Human nature is 
like that. 


This advantageous service is made pos- 
sible through ThriftiCheck, and the effi- 
cient, economical check-printing equip- 
ment manufactured exclusively for us. It 
enables our banks to deliver imprinted 
checks at once, and avoid the delays that 
are vexatious to the depositor. It is one of 
seven ThriftiCheck advantages that at- 
tracts and holds new customers. 


ThriftiCheck advantages to the bank itself 
are equally clear cut. Notably, these are 
lower account-mortality by screening 
out undesirable accounts through pre- 
payment for checkbooks, and sharp 
reductions in operating cost. 

We would like to have the opportunity of 
presenting to your bank complete details 
of the ThriftiCheck plan. Please write: 


BANKERS DEVELOPMENT 
CORPORATION 


31 NASSAU ST. NEW YORK 5, N. Y. 
Telephone REctor 2-7580 





LOAN ADVERTISING 


FOR BANKS 
* 
Folders, blotters, 
statement inserts, credit 
cards and other material. 
Write for samples and prices. 


he McCULLOUGH CO. 7c. 


32 EAST GEORGIA STREET 
INDIANAPOLIS 4, INDIANA 
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CONVENIENT 
CARD FILING 


Use at desk edge, 
shallow counter, 
small table . . . 


THE TWIN —2400 CARD 


Rock-A-File Card Files are perfect 
for such bank uses as signature cards 
in tellers’ cages, in the vault, and for 
general use on officers’ desks. 


A flick of the finger opens Rock-A-File. 
Cards are ready for instant use. Full, un- 
hampered view of entire contents. New, 
improved models in Genuine Walnut or 
Standard Green available in 3 popular card 
sizes. The Twin (above) holds 2400 cards. 
The Single (below) holds 
1200 cards. Order from 
your stationer or office 
supply dealer. 


THE SINGLE 
1200 CARD 


Inquire about Rock-A-File, 
sensational space-saving Let- 
ter and Legal Files 


ROCKWELL- BARNES 
COMPANY 


35 East Wacker Drive 
CHICAGO 1, ILL. 
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Keep your own notice and send 

reminder to proper addresses 

of your prior endorser 
immediately 


City, State 


PLEASE TAKE NOTICE, That S2¢C* signed by 


John Doe for ___ 650.00 
dated 8/T/bh payable to-day and endorsed by you 
was this day PROTESTED for non payment, and that the holders 
look to you for the payment thereof, payment having been de- 
manded and refused. 


Yours respectfully, 


Notary Public 


To SSCS SSSSSESSSESSSSESSHESEHSEEHEEEHHE HEHEHE SEHE SHE SESE SEES 


Let’s Standardize Protest Forms 


A great deal has been said concerning protest notices and the con- 
fusion which results from the various forms in use. Generally, it is agreed 
that standardized forms would make bank operations much easier. I 
would suggest the co-operation of banks in standardizing this form. Our 
bank uses a form which I believe would be practical for this purpose. 

On the above form the protest notice bears the name of the maker of 
the check, but does not list any prior endorsers, therefore, we are at a 
loss to check withdrawals on our customers (the endorser of the check). 

On the other hand, our protest form below lists the names of all 
endorsers as well as the maker, thereby each indorser has directly before 
him the list of all prior indorsements to which he may look for payment. 
If a form such as this were universally adopted the difficulties commonly 
associated with protest notices would be eliminated.—David E. Graham, 


| assistant secretary, Fair Lawn-Radburn Trust Co., Fair Lawn, New Jersey. 


FAIR LAWN, N. J 


Dear Sir: 
You will please TAKE NOTICE that on—_____ 


— for $. 








signed by sai 








at Fair Lawn-Radburn Trust Company, Fair Lawn, N. | and endorsed by you, and due 


this day, is PROTESTED for non-payment and that the holders look to you for the payment thereof; 


payment of same having been demanded and refused. 




















NOTICE OF PROTEST 




















Reason for protest ee eee 





This notice is addressed ro the Respectfully yours 

party above agginst whose name 

here appears a check mark : 

there Notary Public 
In case any addresses are not given please forward. 


*. 0 SORTHLL CO EEFEE © © eeeree 
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Right To Use First National 
Title Restricted 


A Bankers Monthly query to the | 
Comptroller of the Currency con- 


cerning the right of a bank to in- | 


clude the words First National in 
its title brought the following reply. 

“It is the policy of this office to 
permit the oldest existing national 


bank in a particular place to use the | 
word “First” as a part of its title. | 
If the oldest national bank does not | 


desire to use the word “First,” this 
office takes the position that the next 


oldest national bank is entitled to | 


use it. 


“Where a national bank with a 
title “First National” goes into vol- 
untary liquidation and is succeeded 
by a new national bank, it is the 
practice to permit the new national 


bank to use the word “First” as part | 


of its title.” 


Locating The Cashier’s Desk 


A bank in Ohio has given special 
study to the arrangement of offi- 
cers’ desks. All officers, except the 
cashier, face the entrance to the 
bank. The cashier faces the cages. 
This gives him an opportunity as 
operating officer to keep his eyes on 
all phases of operation, and at the 
same time, he is available for con- 
sultation with customers. 


The other officials do not need to 
watch operations. On the other 
hand, they face the customer as he 
enters and this enables them to 
show the cordial recognition which 
is worth so much in retaining cus- 
tomers. 


‘STEEDS 2<7RONG 


COIN HANDLING SUPPLIES 


Night Depository Bags 
Seal Presses 

Teller’s Moisteners 
Manual Coin Counters 
Currency Racks 
Wrapper Cabinets 


Coin Wrappers 


Bill Straps 

Coin Bags 

Currency Bags 

Draw String Bags 

Metal-Clasp Bags 

Lead Seals Sorting Trays 

Linen Shipping Tags Coin Storage Trays 
Downey Change Trays 


AFTER NEARLY 25 YEARS 
the perfect Tubular Coin Wrapper 
has been produced! Yet, they cost 
no more. 


FREE — Write for generous sample 
carton substantiating this statement. 


Tubular 


| Coin Bag with | Lead Seal fer 
Coin Wrapper 


tle tapes Coin Bag 


By 


B Zhe C.L.DOWNEY CO. 


NINTH and COLFAX AVE. 
HANNIBAL, MO. 








METAL CARD 
CABINETS 


For small record sys- 
tems and for use on 
desk or table. Ideal 
for Banks and Of- 
fices. Constructed of 
Best Grade cold 
rolled furniture 
STEEL, electrically 
welded throughout. 





Make Big Money in pe 


| Prepare NO 


“HONOR ROLL 
PLAQUES 


Impressive tributes to those inthe 
Services. Cast in durable, non-critical 
material that closely simulates endur- 
ing bronze. 


UNITED STATES BRONZE 
SIGN CO., INC. 
570 BROADWAY, NEW YORK 12, N.Y. 
CA 6-4792 


BANK SIGNS 


THAT LOOK LIKE 


SOLID BRONZE 


EXCELLENT FOR OUTDOOR USE 
Fashioned entirely of non-critical ma- 
terials. Bright, RAISED satin-finish 
letters on mottled, statuary brown 
background. 


LEGIBLE @ DISTINCTIVE @ DURABLE 


Send approximate measurements for 
FREE full size PREVIEW SKETCH. 


Also Bronze-Like Desk Signs 


UNITED STATES BRONZE 
SIGN CO., INC. 
570 Broadway New York 12, N. Y. 


JOB SEEKERS! 
REALTORS 
OWNERS 
BUILDERS! 
INVESTORS! 


REAL ESTATE BOOM— 


Bie-pay, permanent 

jobs or your own 

6-profit business. Salaries up to 

$2,500 to $10,000 a year in prop- 

A erty management. brokerage, appraisal, loans, 

4 insurance, building. Many make fortunes selling 

real estate. Thousands of trained men, women, 

required yearly by real estate firms, insurance 

companies, banks, Federal agencies. Rush post- 

eard for 32-page QUIZ BOOK — mailed FREE with full details 
on new and ses 5-volume library 

YDERN REAL ESTATE PRACTICE! 
LANE BOOKS Dept. AD-5, 100 E. Ohio St., Chicago 11, Illinois 





RUBBER BANDS 


IMMEDIATE DELIVERY 


SIZES No. 16 AND No. 18 ONLY 
These bands are made of a Hig Grade synthetic rubber. 


1 to 4 pounds.... 
5 to 9 pounds..... 
10 to 49 pounds 
Samples Sent on Request 


$1.49 per Ib. 
. 1.25 per Ib. 
. 1.14 per Ib. 


We will be glad to accept your order for all other sizes, to be delivered when 


they are available 


STANDARD WIRE STAPLES 


Rubber feet are provided, but can easily be removed when 
cabinets are stacked in units by inserting hook in back slot and 


tongue in front of bottom cabinet. 


SINGLE DRAWER FILES 


Card Size Capacity Price 
3x5 1500cards $2.95 
4x6 1500 cards 3.75 
5x8 1500 cards 4.95 


C335 
C346 
C358 


a brass 


HEDENKAMP 


May, 1945 


DOUBLE DRAWER FILES 


Card Size 
C3352 3x5 
C3462 4x6 
C3582 5x8 
rawers are equipped with bail suspension to prevent accidental withdrawal from 
binet. Also newly improved positive lock compressor to keep cards 


card holder. COLOR: Rich Olive Green Finish 


Price 

$5.50 
5.95 
8.95 


Capacity 
3000 cards 
3000 cards 
3000 cards 


similar type machines 


in place 
all times. 


ALL PRICES F. O. B. 
NEW YORK, N. Y. 


& CO. 


1 to 9 boxes 
10 to 24 boxes 
25 or more boxes 


We GUARANTEE that these staples will give EXCELLENT PERFORMANCE at 


ie: 


High in Quality—Low in Price 


Take advantage of these Special Prices for Genuine Staples that fit all Standard 
Machines, such os SWINGLINE, ACE, HOTCHKISS, BOSTITCH, 


Packed 5000 in a Box 


STAR and all 


90c per box 
80c per box 
65c per box 


BANK AND OFFICE SUPPLIES 
343 Broadway, Dept. B-5, NEW YORK 13, NEW YORK 





This year we've got 


. ’ 
“Vhs Yoar WEU’e to make 2==3! We’ve 
Lo b, 2-3 / got to lend Uncle Sam 
got —we ¢ in 2 chunks almost as 
much as we lent last year in 3. Which means that, in the 


approaching 7th War Loan, each of us is expected to buy 
a BIGGER share of extra bonds. 


The 27 million smart Americans on the Payroll Savings 
Plan are getting a headstart! Starting right now they are 
boosting their allotments for April, May and June—so that 
they can buy more bonds, and spread their buying over 
more pay checks. 


Our Marines went over-the-top at Iwo Jima in the greatest, 
and hardest, battle in the Corps’ history. Now it’s your turn! 
Your quota in the 7th is needed to help finish this war, side- 
track inflation, build prosperity. So, captains of industry, 
plant your flag on top — like the Marines at Iwo Jima! 


CAPTAINS OF 
INDUSTRY 
Plant your flag 
on top, too! 


CAPTAINS of INDUSTRY—here’s your 


Check List 


for a successful plant drive: 


Get your copy of the “7th War Loan Com- 
pany Quotas” from your local War Finance 
Chairman. Study it! 

Determine your quota in E Bonds — the 
backbone of every War Loan. 

Arrange for plant-wide showings of “Mr. & 
Mrs. America’’—the new Treasury film. 
Distribute “How to Get There”—a new 
War Finance Division booklet explaining 
the benefits of War Bonds. 

Circulate envelopes for keeping bonds safe. 
Display 7th War Loan posters at strategic 
points. 


And—see that a bench-to-bench, office-to- 
office 7th War Loan canvass is made. | 
* 


The Treasury Department acknowledges with appreciation the publication of this message by 


BANKERS MONTHLY 


* This is an official U.S. Treasury advertisement prepared under the auspices of Treasury Department and War Advertising Council * 
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Transamerica Appoints 
Senior Vice President 


James F. Cavagnaro, until re- 
cently the New York representative 
of the Bank of America, has been 
appointed to the post of senior vice 
president of Transamerica Corpor- 
ation. 

Mr. Cavagnaro began his long 
career in banking in 1904 as a mem- 
ber of the staff of the Savoy Trust 
Company. Since 1919 he has been 
associated with A. P. Giannini, 
chairman of the board of Trans- 
america, whom he assisted in the 
organization of the Bancitaly Cor- 
poration, predecessor of the present 
Transamerica Corporation. 


Chemical Bank Officers Pass 
25-Year Service Mark 


Frank K. Houston and N. Baxter 
Jackson, president and first vice 
president respectively of the Chem- 
ical Bank and Trust Company of 





Frank K. Houston 


N. Baxter Jackson 


New York, recently qualified for 
membership in-the bank’s Quarter 
Century Club. Both joined the bank 
April 1, 1920. 

Mr. Houston, who has served as 
president since 1935, began his 
banking career as secretary of the 
Tennessee Bankers Association. His 
other banking connections have 
been with the First National Bank 
of Nashville, the Third National 
Bank of St. Louis, and the First Na- 
tional Bank of St. Louis. 

Mr. Jackson entered banking in 
the First National Bank of Nash- 
ville. He followed this experience 
by becoming affiliated with the 
Cumberland Valley National Bank 
of Nashville and the American Na- 
tional Bank of Nashville before be- 
ginning his present association. 


Bank Of America Establishes 
Municipal Security 
Advisory Service 


Public officials of California com- 
munities may, without cost or obli- 
gation, avail themselves of a new 


May, 1945 








municipal security advisory service 
which has been established by the 
Bank of America. 

Credited with owning the largest 
portfolio of municipal securities in 
America, the specialized experience 
of the bank’s Bond Investment de- 
partment in San Francisco is now 
freely offered to the cities, counties, 
and other political subdivisions of 
the state. 


Security First Of Los Angeles 
Officer Marks 55th Year 
Of Service 


A 55-year service record, one of 
the longest in the annals of Cali- 
fornia banking, has just been com- 
pleted by Tracy Q. Hall, vice presi- 
dent and director of the Security- 
First National Bank of Los Angeles. 
Mr. Hall joined the bank in 1890 
and has since then played an inter- 
esting and important role in the 
growth of the 69-year-old institu- 
tion. 


La Monte Safety Paper 
Company Honors 
Quarter Century Employees 


Two new members were added to 
the Twenty-five Year Club of the 
La Monte Safety Paper Company 
at a recent celebration marking the 
event. The new additions bring the 
total membership of the club to 40 
with an additional 43 prospective 
members approaching the eligibility 
requirement of a quarter century 
of service. 


Security-First Of 
Los Angeles Expands 
Management Committee 


The addition of three new mem- 
bers to the management committee 
of the Security-First National Bank 
of Los Angeles has doubled the 
group’s size. The new members are 








L. W. Craig, C. A. Rude, and C. T. 
Wienke—all vice presidents. Orig- 
inally, the committee consisted of 
J. F. Sartori, chairman of the board; 
George M. Wallace, president; and 
James E. Shelton, chairman of the 
executive committee. 


Association of Reserve City 
Bankers Hold Annual 
Election By Mail 


Robert M. Hanes, president of the 
Wachovia Bank and Trust Company, 
Winston-Salem, N. C., and William 
; F. Kriebel, vice 
president and 
treasurer of the 
Pennsylvania 
Company for In- 
suring Lives and 
Granting Annui- 
ties, were elected 
president and 
vice president re- 
spectively of the 
Association of 
Reserve City 
Bankers as a re- 
sult of the mail poll conducted in 
lieu of the annual meeting because 
of transportation shortages. 

Four directors were elected for 
three year terms. 





Harris & Ewing 


Robert M. Hanes 


The First National Bank in St. 
Louis has announced the election of 
Wyllys K. Bliss and Clyde B. Smith 
as assistant vice-presidents. 


Bank Of America Regains 
Agricultural Expert 


The reappointment of Jesse W. 
Tapp, a nationally recognized ex- 
pert in agricultural economy, as a 
vice president of the Bank of Amer- 
ica was recently disclosed. 

Mr. Tapp, who originally joined 
the bank as advisor on agricultural 
financing policies, returns to the 
Bank of America after a leave of 
absence in which he served as asso- 
ciate food administrator in Wash- 
ington. 


Trouble Shooting 
Vice President 


Among those recently promoted 
by the Florida National Bank of 
Miami was Agnes B. Barber, who 
was made a vice president. The 
reason for her advancement is ap- 
parent from the following descrip- 
tion in her own words of her activi- 
ties on a typical day: 
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SERVICE 
Maintaining an intimate, 
personalized correspondent 
bank service. 


EXPERIENCE 


Officials with years of serv- 
ice in this field, assuring a 
knowledge of requirements 
and valuable assistance. 


POLICY 


To cooperate with out-of- 
town banks rather, than 
compete for business which 
is rightfully theirs. 


CThe 
PUBLIC 
ENE COKENE 
BANK 


AND TRUST COMPANY 
OF NEW YORK 


ESTABLISHED 1908 


MEMBER 


a | New York Clearing House Association 
| Federal Deposit Insurance Corporation 





PARKE-BERNET 
GALLERIES - Inc 


30 EAST 57TH ST., NEW YORK 22,N. Y. 


Billie Auction Sales 
en the Selllement 
of Cstales 


The unsurpassed gallery facili- 
ties and the outstanding abili- 
ties of the personnel of the 
Parke-Bernet Galleries have 
established this house as the 
leading art and book auction 
gallery in the U. S. The three 
senior officers, Hiram H. Parke, 
president, Otto Bernet and 
Arthur Swann, vice presi- 
dents, have engaged in the 
conduct of public sales for 
more than thirty-five years. A 
beautifully illustrated book on 
the history, methods and or- 
ganization of this firm, con- 
taining data on outstanding 
sales, will be sent free of charge 
to Trust Officers and Attorneys 
contemplating the disposal of 
art and literary property. 


My work is principally that of a 
trouble shooter. About two hours 
of each day are devoted to an in- 
spection of incoming mail. Other 
senior officers help with this work. 
All errors of importance are brought 
to the attention of the president and, 
in some cases, minor ones also. In 
many instances, before these com- 
plaints reach his desk, a complete 
file is assembled on the subject with 
my comments attached thereto. 

There are always some customers 
of a bank who, for one reason or 
another, require prompt service. 
Our officers on the platform are 
occupied with customers during all 
hours of the day and it is part of my 


| job to see to it that the requirements 


of certain groups of our customers 
are taken care of. 

One day out of each week I devote 
to interviewing and eniploying girls. 
These new employees are sent to the 


‘operational officers in another part 


of the bank with suggestions. 

Some time of each day is devoted 
to listening to the problems of the 
various girls we employ. As our 
staff, outside of the officers, is better 
than 90 per cent girls, you can see 
that a problem is presented there. 

Having previously done some 
work in the bond department, I have 
a clientele of elderly people that 
seek me out on current transactions. 

There is sometimes a reason for 
the closing of an account and both 
the new accounts and close-outs are 
brought to my attention daily. As an 
average day is from thirty to forty 
accounts in and out, they represent 
quite a bit of work because there is 
a definite amount of routine effort 
involved. 

Naturally, the more desirable of 
the new accounts are brought to the 
attention of the president. He sees 
to it that appropriate letters are 
written to these new customers, The 
same practice is used in reviewing 
close-outs. If they have been caused 
by any fault of ours, we take steps 
to prevent the repetition of the 
errors involved (these cases are 
exceptionally rare). Most of our 
accounts close out however, because 
of a change of residence to other 
parts of the country. 

If I have any time left, I open 
accounts and handle all banking 
matters that are usual to a senior 
officer. 


If you feel grouchy in the morn- 
ing, try to work it off before you 
get to the bank, not after. 


Don’t be flippant—banking is a 
serious business. 
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MAKE THIS 


MARTINS FERRY, © 
WHEELING, W. VA 
} o3 


This plant occupies 23 acres, providing 315,0002q. 
ft. of manufacturing floor space, two spur tracks, 
oading dock and receiving platform, capable of 
holding six cars on loading platform, two under 
over at receiving platform and five on the outside. 
Martins Ferry Division of Blaw-Knox Company 
is located at Martins Ferry, directly across the 
Ohio River from Wheeling, W. Va. 


OTHER BLAW-KNOX DIVISIONS 
Rlaw-Knox Division, Blawnox, Pa 
Lewis Foundry & Machine, Groveton, Pa 
Power Piping, Pittsburgh, Pa 
Columbus Division, Columbus, O. 
Special Ordnance, York, Pa. 
Pittsburgh Rolls, Pittsburgh, Pa 
Union Steel Castings, Pittsburgh, Pa 
National Alloy Steel, Blawnox, Pa. 
Hlaw-Knox Sprinkler, Pittsburgh, Pa. 


PLANT 


PART OF YOUR 


PRODUCTION LINE ! 


How can | get into 
post-victory production faster ? 


HE Martins Ferry Division of Blaw- 

Knox Company offers you a complete 
“production package,” ready, able and 
willing to assume full responsibility for 
turning out all or part of your product. 


The entire efforts and facilities of this divi- 
sion have been devoted solely to mass pro- 
duction of complex armament for the 
U. S. Navy, and this division can give its 
undivided attention to your work when the 
War is won. The engineering staff and 


nearly 3,000 skilled men and women work- 
ing with the most modern equipment will 
take you “over the hump” of reconversion 
without capital expenditure — without 
loss of time. 


Our engineers will gladly discuss with you 
the advantages of employing an auxiliary 
manufacturer to cope with the problems 
that lie ahead ... Write for an interview at 
your convenience. 


To help win the war is our first objective. Until that is assured, ordnance material 
is the order of the day. Do you need help? If so, get in touch with us at once! 


MARTINS FERRY DIVISION of 


BLAW-KNOX CO. 


MARTINS FERRY, OHIO 


ADDRESS DEPT. A-4 








“most 
pmis- 


p reap the 

sahead, the 

dation has 

y significant 

res ad importance 
oe rite for FREE copies 
stte d. Many addi- 
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ist will be furnished 


[tT FOR MANUFACTURERS —A 
mind the postwar farm market 


prfecoe INDUSTRY—A study strongly 


4 the industry in technical and tech- 


Linrina MACHINERY IS GOING PLACES 
postwar opportunities in supply ma- 


0 rf the nation’s leading crops. 


SHIPPER LOOKS AT AIR CARGO 
ec ice of air freight transporta- 
gstypes of commodities. 


ROC PRODUCTS INDUSTRY —Cites 
h up to $150,000 has been added to 
Rock Products operations through 
tio, wage incentives and time- 


= 
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THE GEORGE S. MAY BUSINESS FOUNDATION 


840 N. Michigan Av 
CHICAGO 11 


660 St 


MONTREAL 


NEW YORK 17 


